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SEE HOW EASY IT IS TO ADD 


A WATER HEATER 
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MULTI-BREAKER 
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WATER HEATER 


CIRCUIT 


CIRCUIT 


LIGHTING 
CIRCUITS 


To show just how easy it is to add a water 


heater circuit, we have illustrated a typical 
example. 

In 1929, a switch and fuse box were in- 
stalled. The service entrance switch did not 
have sufficient capacity for the addition of 
an electric range, so— 

In 1939, when a range was installed, 


the extra circuit was provided by using a 
Square D Type M Multi-breakeR. This was 
done, easily and at small wiring expense. 


SQUARE J] COMPANY 


DETROIT- MILWAUKEE -LOS ANGELES 


N CRANAOR: SQUARE O COMPANY CANADOR LIMITED. TORONTO, ONTARIO 


CIRCUIT 


LISTS AT ONLY of 


affords lower installation cost 


In 1940, when a water heater circuit is 
needed, it can be provided, with the same 
ease and at even less expense, by using the 
Square D Type MO Multi-breakeR. The dia- 
gram shows just how little wiring is involved. 

Because it affords modern protection and 
convenience—because it is attractively priced 
— because it involves so little installation 
expense—the Type MO Multi-breakeR is a val- 
vable asset to your contractor customers in get- 
ting more water heater installation business. 






CALL IN A SQUARE D MAN 
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ISSIDLY foretell the course tha 


rope, 


What's Ahead Right now business 


men every- 


are attempting to appraise the future, deeply 


» be scheduled for revision in the lig 


lig 


vents. 


mscious of the fact that all prior concepts and precepts 


ht of recent 


\s no one in this field can hope to escape certain 
eflex effects from the impact of those events upon our 


, it seems desirable that we should try to ascer- 


spects. 


oing so, we are not attempting to 


hat no one person, nor group of 


> 
+ 
if 


events 
w months. 


4 ° 
} + 


I 


] 


in what reflex effects the average electrical whole- 


ler may expect and how they may affect his business 


assume the 


le of a professional forecaster, or a prophet. We 


versons, Can 


may take in 


in the Far East, in South America, during the 


1 


‘refore, instead of speculating on what may 


ppen elsewhere, we believe that it will serve a more 
ful purpose to separate some of the things that 
st likely will not happen here. 

FIRST—We don’t think that for some time to 
me there is any danger of a serious business re- 
ession here, regardless of how or when the war 

' n Europe may terminate. 
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f this will be felt increasingly in all 
mpletion is definitely retarded as 


Should the war end sudden 
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1 


country is unalterably and completely com 


to building up an adequate defense. 


1 


le program gains headway, but 


il 


orders for the Allied governments the 


] 


itedly will cause a short hesitation 


not likely result in wholesale cancellations of 


to orders for similar goods for our 


i 


lone 


m0 


The bene 


nes ot bus! 
i€ speed Oy} 
as we 21ve 


It Of Way. 





ly, the shock of its ending 


in business. 


1 


ed war orders, but production probably would be 


own govern- 


Thus any immediate adverse effect upon -\merican 


business would be minimized, should peace come. 

SECOND—We don’t think that the period of 
stimulation upon general business of the National 
Defense Program should be figured in months, 
but rather in years. 

The war in Europe has upset all prior conceptions of 
the outer limits of ruthlessness and speed with which 
military attack, invasion, conquest can be accomplished. 
Our country is grimly determined to build up adequate 
defense against all comers, but it will need more than 
mere months to attain that objective. 

It takes many months to get tanks, planes, destroyers, 
battleships, out of the blue print stage and into produc 
tion and more months are needed to complete thes 
and other items in sufficient quantities for adequacy 

(According to the Cleveland Trust Co’s Business 

sulletin, edited by Col. Leonard P. Ayres, Germai 
took 5 years and spent 19.1 billions of dollars to build 
up that Blitzkrieg juggernaut we have read about 
During that time, most of its other industrial activities 
were subjugated to war materials orders). 

THIRD—We don’t think that the government 
will tolerate drastic and unjustified or speculative 
price increases on materials, nor hold-up tactics 
in any form. 


It is likely that every effo will be made 
prices all along the line w n reasonable limits s 
that the whole defens: program may be executed 
; tack pileeantini te eeeelae Susctmoce sek mone 
1¢ i@as qisru] 2) ( reguilal usiness and 2g 


saler who is interested in operating on a stable basis 
at all times. 

FOURTH—We don’t think that there will de- 
velop any actual shortages in the materials which 
the electrical wholesaler handles regularly. 
During the period of initial placement of National 
































F} Duplex 


Outlets 


Behind tables, lamps, davenports 
— in dark corners anywhere — 


as easy to use as if spotlighted! 
The plug blades slide into the 
center from any point on the 


curved surfaces of the plate. 


At left: No. 4600 Receptacle and 
plate complete; brown Bakelite. 
Same in lvorylite, complete, No. 
4600-I. Receptacle alone, 
brown Bakelite, No. 4601. 
Same in Ivorylite, No. 
4601-I. One-gang Plate, 
brown Bakelite, No. 
4602. Same in lvory- 
lite, No. 4602-1. 









Above: No. 4601 
Below: No. 4600-! 


Entirely new design-feature 


You can close your eyes and plug in without fumbling! 



























jj 


TSS 


In all former designs the finding-grooves have been confined to the 
face of the receptacle. Now the center-finding surface has been extended 
beyond the receptacle-body; it’s in the plate. The flaring, curved surfaces of 
the plate guide the plug-prongs to the center of the “dished” area, so a 


slight pressure against the central (vertical) ridge slips the blades into the slots. 


This device lifts Duplex Receptacles from lower- priced competitive 


i 


types. Gives wiring jobs a new distinction in utility and style. Steps up the 


quality of a job in a way that customers can SEE.. . 


Order by catalog numbers given above to share at once in the sales - 


Sait 


volume that’s here from the start! 









ARROW ELECTRIC DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 
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Defense orders, some manufacturers may _ report 
3ut we believe that the machinery now 
ng set up in Washington under highly competent 
hority will quickly eliminate potential or actual 
ttle necks so as to make sure that every manufacturer 
will be able to meet the normal requirements of his 
trade. 

In conclusion, we wish to point out that while this 
whole program of National Defense must eventually 
run its course, and orders traceable to it would eventu- 
ally dwindle to small proportions, it has, nevertheless, 
all the earmarks of becoming the gateway to a new 
of prolonged great industrial activity and a pros- 
perity unaided by artificial or harmful stimulants. 


shortages. 


é) 
Spotlight No. 4 In this issue we present the 


t 

final article in a series devoted to small diameter wires 
a group of letters from important wire manufacturers, 

explaining how they are gearing into the campaign to 
mote rewiring via the S/D route. 

We shall carry, in future, other articles on this and 
related subjects because we are highly enthusiastic 
over the new sales opportunities that this new develop- 
ment produces. 

Meanwhile, we recommend that every wholesaler 
ind salesman explore thoroughly the rewiring market 


~ 


his territory. 


é) 


Total Defense and the Wholesaler 1. sv 


electrical wholesaler has come the greatest single 
pportunity since the World War to demonstrate his 

‘ulness and emphatically re-affirm to the business 
world the justification for his existence as an indis- 

nsable and economic agency of distribution. That 

ortunity lies in the program for National Defense 
which is under way. 

\nyone who reads the newspapers or listens to radio 
news broadcasts knows that within the last few weeks 
huge appropriations, totalling billions of dollars, have 
een voted by Congress for national defense. 

hose best informed can supply facts and figures to 


e conclusively that these recent appropriations, 
e as they may seem, must be considered as merely 
forerunners of larger ones vet to come; to come 
n and again in future if this country is to achieve 
state of preparedness that is considered necessary 
‘total defense” in case we are faced with a “total 
‘such as this vear the world has witnessed. 
t is known that the majority of the people of these 
United States are overwhelmingly, not merely in favor 
ie stupendous defense program now in the making, 
that they subscribe heartily and are eager to 
ond to the demands for speed that come from 
agencies charged with its execution. 
hus business must look forward to a_ prolonged 
d during which all activities will be greatly accel- 
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eraied through government buying and when produc- 
tive capacity in many lines will be geared to its highest 
speed. 

To attain high speed operation and maintain it, 
industry of every type and description will make 
demands upon the electrical wholesaler, such as onl) 
those can visualize who went through the strenuous 
World War years, 1917-18. 

To meet those demands, wholesalers will have to, 
first of all, build up and continuously maintain “for 
duration” larger and more complete stocks. Spot calls 
for more and larger motors and control apparatus will 
increase. Orders for wire and cable will swing to 
heavier capacities, pulling up the demand for larger 
sizes of connectors, conduit, fittings, tape. 

The need for speed in production will bring employ 
ment of extra shifts, necessitate quick rewiring or 
modernization of lighting equipment or higher intensi- 
ties, and at such times large orders for reflectors and 
supplementary equipment will go to the wholesaler 
who can get them on the job the quickest. 

Let it be understood that we do not recommend 
wild and unrelated stocking up on the commodities 
here mentioned or other lines. Nor do we urge frantic 
or speculative buying of anything, either staple or 
specialty. And we condemn most emphatically the 
pyramiding of orders as a purely selfish, economically 
unsound, and actually unpatriotic practice. 

What we do urge, is that every wholesaler bring his 
stock and his organization to the highest possible state 
of efficiency and preparedness so that he may be able 
always to meet promptly the demands that his partic 
ular trade or 


his territory may reasonably be expected 
to generate under the pressure of the National Defense 
program. All this, of course, must be held within 
proper bounds of credit and sound finance. 

During the trying years of 1917-1918, electrical 
wholesaling was recognized by the War Industries 


Board as an essential industry and rated as such when 
priorities were involved. 

Most of the veterans who then helped to obtain that 
preference and who built up and maintained official 
recognition and respect for the electrical wholesaling 
industry as such, today are no longer active in this field 

We have every confidence that, when the history ot 


1 
] 


the present emergency can be told, the new generation 
of executives who are at the helm today will | 


lav ¢ 
written an equally impressive chapter of achievement, 
and one that will again re-affirm the efficacy of elec- 
trical wholesaling as an economic function, indispens- 


able to modern commerce and industry. 


EDITOR 





This Book 
TELLS ALL 


About Type SN 
Small Diameter 
Building Wire 





RE 
DIAMETER BUILDING WI 
EXISTING RACEWAYS 


OF TYPESN SMALL 
FOR REWIRING 























When your customers ask, “‘What are the 1940 
Code regulations regarding current loadings? 
operating temperatures? per cent conduit fill?” 
turn to Pages 6 and 7 of the HAZAKROME 
HANDBOOK for the answers. 

When they are faced with an estimate on a 
job, show them Table 6—the wire selector table. 

When they need help in selling rewiring jobs, 
point to Page 15 or to comparative cost data, 
Page 11. 

You will find the answers to their other ques- 
tions indexed for you in this compact and com- 
plete booklet, which contains 1940 Code data, 
descriptions of Hazakrome, its electrical and 
physical characteristics as well as facts and 
figures on the prospective volume of rewiring 
business. 

Write for your copy today and send us the 
names of 10 of your customers or prospects. 
We will be glad to mail them copies with your 
compliments. 


HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE CO. 
WORKS: WILKES-BARRE, PENNSYLVANIA 




















New York Chicago San Francisco St. Louis 





Philadelphia Atlanta Dallas Los Angeles Detroit Boston 
Washington Seattle Cleveland Pittsburgh Buffalo 
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Wholesaler Salesmans NEWS 








division, discussion of marketing and distribution 


problems and potential markets for the wholesaler 


NGING trends in appliance \t the two open meetings, attention 
‘handising, problems incident was directed to problems involving the 
urlwind development of fluo- wholesaler as well as other branches 
lighting, opportunities for of the Industry. R. G. Kenyon, ad 

ffective use of advertising, re- vertising manager of the Southern 

{ the national Hotsprings con Calitornia Edison Co., Los Angeles, 
and election of a new secre- pointed to the comparatively inade- 

ccupied the three-day meeting quate promotional job of the industry 

Pacific Division, NEWA, held and emphasized the problems incident 
Del Monte, Calif., June 13-15. to selling electric service. Among 
Balzari, sales and marketing potential markets in which the whole 

was elected secretary of the saler might profit providing the indus- 
succeeding the late Albert H. try intensified its sales and advertising 
who had occupied the office effort, he listed domestic lighting, the 
division was organized in 40° of non-refrigerator users, and the 
Balzari was formerly manager electric roaster. 
ndustrial department of West- Inroads of butane or “bottled gas” 
in San Francisco. Later for on the range, water heater, refriger- 
rs he was marketing counselor ator and wiring supply markets in all 
McGraw-Hill Publishing Co., regions adjacent to  petroleum-pro- 
York. Since 1934, he has ducing areas, were outlined by H. H. 
the Pacific Coast, serving Courtright, president, Valley Electri- 
cently as president of the cal Supply Co., Fresno. Of 250,000,- 
-Hill Co. of California, as 000 gal. produced in the United States 


operating his own independent in 1939 approximately 20 per cent was 


eg busi- used for domestic purposes with up- 
ward of 250,000 butane type gas 


1 marketing consultin 
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Balzari ... ae Jankelson ... Hartley ... Harpe 


Pacific Division NEWA 
Has Busy Three-Day Session 


On the program was the election of secretary of the 


ranges sold in rural areas last year, as 


igainst 225,000 electric ranges. He 
made a plea for industry solidarity in 


presenting a sales story to offset this 
new competition. 

Changing trends 1 
‘tail outlets responsib 
volume of appliance sales were dis 
cussed by H. C. Rice, manager of 
domestic sales, Southern California 
Edison Co. In outlining reasons for 
the decline in the number of straig! 


n the types of 
. ik 
i i 


e for the major 


electrical dealers he placed some of the 
blame on lack of close contact with 
the dealer and his pr yblems. What is 


needed is better counsel and_ bette 


service to the dealer, including some 
kind of a program to give his sales 
men proper sales training. 


Latest developments in fluorescent 


lighting were presented by Sar 
Hazelton, Pacific district illuminating 
engineer, G-E Lamp Dept. Import 


ince of this new market to the whol 
saler in increased profit and margit 
were emphasized during the den 
strations he gave. One of the recon 
mendations to the wholesaler of this 
new type lighting is the fact that 
offers opportunities to sell fixtures a1 
\uxiliaries which add to his volume, 
ind in addition, the new light source 
has a wide customer appeal both fro 
the efficiency and economy standpoint. 
Virtually all of the operating and pr 
duction difficulties have been elimi- 
nated, and several new types of tubes 
ire in production, 


phasized what the F1 


standardization and approval mean 





; ; ; 3 
the wholesaler in assurance ot quality 
products. 

The Westinghouse talking color pic 
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WHEN YOUR CUSTOMERS ASK 


‘‘Do You Handle Automatic Electric 
Private Telephone Systems?’’ 





* 
Z WA of be 
MEANING, “We’re satis- MEANING, ‘‘We welcome j »/ 


fied with the amount of the chance to talk to you 
business we’re now do- about these systems and 
ing. See our competitor.” are prepared to take care 


of your needs.”’ 





USINESS men today recognize that fast interior communication is a 
vital part of effective management and operation. As a result there 
is increasing interest in modern and efficient private telephone equipment. 


The best way for you to get your share of this business is to become 
acquainted with the Automatic Electric line. Such a move will enable you 
to turn inquiries into orders—with a neat profit on every sale. 


Automatic Electric, originators of the automatic telephone and makers 
of both public and private systems for fifty years, answers the demand 
for private telephones with an attractive array of systems from simple 


and inexpensive two-station outfits to comprehensive private automatic 
exchanges. 
















lf you have not yet received your copy of Private Tele- 
phone System Catalog 4033-A write us at once. You can 
use it to show your customers and prospects the variety 
of systems and time-saving accessories available to them. 
And if you need help on specific jobs a call will bring our 
local representative promptly. 





% These systems are designed for private service. They are not 
intended to be connected with the public telephone system 


AUTOMATIC < ELECTRIC 


PRIVATE INTERIOR TELEPHONE SYSTEMS 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, IMinois 
Sales and Service Offices in Principal Cities . In Canada: Canadian Telephones & Supplies, Limited, Toren’ 
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“The Middleton Family at the 
rld’s Fair” proved amusing. In 
goli tournament the Copper Cup 

won by C. W. Goodwin, San 
ncisco, manager, G-E Supply Co.; 

Manufacturers’ Cup by Ray 
irphy, Pacific Coast manager, 
stinghouse Lamp Co. and the Clen- 
nin Trophy by W. G. Figroid, 
iger of the Gilson Electric Supply 


All-Steel Expansion 


RORA, ILL.—lIncreased volume 
caused the \ll-Steel- Equip Co. to 
large its production facilities and 
fices again. This time the increase 
being made to company’s largest 
located in this city. 
Work has started on the addition 
*h will give the firm 40,000 addi- 
nal square feet of floor space. New 
tices, located on the second floor, 
ll be windowless, air-conditioned, 
nd insulated, illuminated by fluores- 


Construction Materials 
Men Confer 


-L.DGEPORT—The field and head- 
rters personnel of the General 

ric construction materials sales 
sion held a five-day spring sales 
nterence at the G-E Institute here 
lune 10. Activities of the division 


rise five different businesses— 


ng n teri ils, accessory equipment, 

wire products, Glyptal and in- 
ng materials, and automotive 
arts 





OW VICE PRESIDENT, K. C. 
ford, who joined Schick Shaver the 
t of the year, as general sales 


inager, has been elected vice presi- 
nt in charge of sales. Before join- 
Schick he was general sales man- 
r for Toastmaster. 





TAKING TIME OUT from the 


A. D. Hammond, J. H. Pearson, E. 


Convention at Hot Springs A. L. 
Hallstrom, W. E. James, Joseph V. Smith, E. A. Hawkins, R. G. Robbins, 


J. Dailey, William Cashman, all of 


Graybar except Mr. Smith and Mr. Robbins, who represented Hubbard 
and Company, journeyed to White Sulphur Springs for a visit. 
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any New Radio Models 
Shown At Conventions 


For growing numbers of radio listeners, as war and po- 


litical news becomes of increasing importance, manufac- 


turers’ conventions introduced many sales building models 


With conventions to introduce new 
models scheduled in close succession 
during June, and the Radio Parts 
Show at Chicago registering a new 
high in total attendance, the radio in- 
dustry wheeled out its big guns for a 
major offensive during the 1941 
season. 

Newest to the lines are sets designed 
to receive Frequency Modulation 
broadcasts. In at least one case, a 
complete line of F M models was 
shown, in other cases one or two 
models or those having a F-M_ band 
were displayed. 

Featured also are more and better 
home recording outfits and record 
In the case of Philco, culmin 
ation of research in that field is the 
new photo-electric phonograph. The 


players 


line was introduced at the Edgewate1 
Beach Hotel in Chicago, June 10-13 
and included some 60 models. 
Stromberg Carlson introduced for 
the first time a complete line of F-M 
radios as well as table radios, consoles 


and automatic combinations. 


\t what is believed to be the first 
convention of its kind, 200 leading 
parts wholesalers heard L W. Tee- 
garden outline a franchise plan for 
distribution of R. C. A. products 

The General Electric ine places 
major emphasis on true tone repro- 
duction, is, in fact, named “Golden 
lone”’. Designed, in the case of 
many of the new models, to take ad- 
vantage of F-M_ broadcasting, other 
engineering refinements are high- 
lighted. 

Emerson continues with chief en 
phasis on small radios, but offers in 
addition phonoradios, recording sets, 
portables, television sets, farm radios, 
etc. Farnsworth introduced 45 sets 
which included F-M features, home 
recorders, combinations and television 
et 


s¢ 


Crosley’s “Glamor-Ton line 


pe of radio, includ- 


includes every ty 
ing F-M and home recorders. Stewart 
Warner has a standard line of 48 
models, and a deluxe line of 9 con- 


soles known as “Concert Grand.” 


a 


eee SSS SS SOS 


Equipment not only serves faithfully and well in residences, 


commercial and industrial buildings; it is specified when depend- 
able products are needed afloat — as on the sumptuous SS. 
Admiral. With thousands of happy excursionists aboard each 
day, perfect functioning of light and power must be assured. 


It is fully as essential that homes, offices, stores and factories 
be equally protected. And because ( Products are built better 
than necessary many architects, engineers and contractors 
choose them for the job. Designed and built by men of long expe- 
rience, they render service far beyond their cost. First costs are 
reasonable — maintenance is negligible. 


If Not in Stock — You Lose the Sale 
Priced for quick turnover, Products are profitable items for 
the Wholesaler. Frequently they are needed in a hurry. Be pre- 
pared to ‘‘cash in’’ when they are called for . . . Write today for 
new Catalog No. 56... Frank Adam Electric Co., St. Louis, Mo. 
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advertising 
manager, where he is responsible for 
production acti\ ities, cost records, and 


RU, RHT, RPT Wires 
Get Underwriters Okay 


‘he time for the start of the heavy 
ive to adequately rewire 


production 
supervisor of that division and L. H. 
_ me . who has been assistant man: 
ings 1s about here, for who has been assistant mana 
Underwriters collections of the 
‘tments, now reports to Snyde r 


butor operations. 
» further cultivate the rural mat 
company has started 


Bridgeport W1 


Underwriters 
ies also told WHOLESALER’S SALES 


Ing wire will be approves 

more days have 
He reports to Snyder and J. M. Craw 
wires which makes it 
and construction materials di 
Mullin has been 


to General Electric’s rural op 


capacities of existing conduits to 


greatly increased, with a 


nly electricity will play a major part 
enabling our manufacturers 


Roller-Smith Adds 
New Plant 


BETHLEHEM, ‘anstfet 


Scaife Advanced 


Scaife, formerly assistant 





division. 


of distri 


a Iarl 


il 


manage 


the ap 





STEPPING ALONG for some busi- 
ness is Paul Hogan, Jr., who sells 
for Chase Shawmut, Crescent Wire 
and Day-Brite Lighting in the Nex 
Orleans territory. 





er 
Rollet 


oe 1. ++ 
oa recently acquired pliant 


add 21,600 


merchandise adverti square feet of plant capacity, enabling 


merchandising 


breaker and instrum 


























Four-Way Roaster Boos 


s of in- PHILADELPHIA During t] 


and sun I mths The Electrical Ass 
Nt divi . itt nN I Philadelphia, The P}] 
| lelphia Electric ( wan he 
supervising Or phia Ri ( ord and the Star ] 
Ing. \\ Warn r Pheatre S$ aTe CO ypel ~ 
Roller-Smith sales mat ai Ipaign to increase sales ' 
Makes being promoted 
(y era Ele ft 
-_ th Nese ‘Pro [ 
“Westinghous 
ign, which started Jur 
l close August 29. R 
vols at conducted at 
vild os p Ry rd 
OC l cle _ thre P la } 
14 
Company adds its suppot : 
lve _ o rog i] 1 
s conducting a 
\ ) it} ( i ) o 


Westinghouse Expands 


\IANSFIELD—Ground was_ broke 


the middle of last month for a ne 
Westinghouse building which will 
‘rease its household refrigerato1 
luction capacity here by on 


Phe company is laying out about 
million dollars for buildi 


equipment, the main project being 


THE MILLIONTH STREAMLINED IRON comes off the production new metal stamping building, 70 fe 
On hand for the event were by 360 feet, three stories high 
Frank R. Kohnstamm, sales manager, Merchandising Division; A. L. Fisher, expected that the improvements 
supt., Iron and Thermostat Division; L. E. Osborne, manager, manufacturing he completed in September. 


line at the Westinghouse Mansfield plant. 


and engineering, Merchandise Division. 
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This Means New 
Pius Business for You 











Wires are the arteries of our business. New wires make new business. More wires 





add plus business. Wire manufacturers are boosting ALL electrical supply business 








Manufacturers of small diameter Of this, it is hoped, the electrical who want to go to town with this new 
building wire are getting under way wholesaling industry will take full- means to push adequate wiring. 
with sales promotional activities of est advantage For this ee we have ——-" 
mngueteiieaed wrepettions. THE EDITOR — pieces of ammunition as fo 
These, it is true, are designed 1 A # x 5’ educational chart for 
primarily to sell wire, but it must use on the lecture platform, illustrat 
be recognized that never before in ing and clarifying various important 







the history of the electrical industry ANACONDA WIRE AND CABLE COMPANY == POU" 


, 1 | , 2. A board built to a scale 33 times 

have all of its branches had such a oitiail al Pe Be an 

New York, N. Y. actual size, representing a cross se 
tion of 4 in. conduit plus removabl 







golden opportunity to benefit from 
the efforts put forth by one branch. The new Small Diameter Building 
Wire now allowed by the 1940 Na- 


Wherever the availability of all ' . 
iss Slarannaty OS om tional Electrical Code 1s the open 












diameter wires results in a rewiring sesame for new. “nlas” business. Re- 
; 10b, EnerTre. other WITINY supplies will wiring iobs that were impossible to 
be sold and EXTRA sales of lighting land a few months ago on account of 

] 


hxtures, ventilating equipment, high cost, should be “must” jobs now. 


1]. |. ; 1:. The thing to do is to go after them in 
sinall and large appliances must in 
a. a a serious, systematic way. 

evitably follow. ‘ ae 

The best way to do this is by local 
industry cooperative effort—through 
various wire manufacturers. ex the local leagues or wiring bureaus. 
In this the utilities should be the 


We present here statements by 









press] made for publication in 
‘dab nace V —_ leaders and all branches should par- 
\V HOLESALER'S SALESMAN ticipate. The EEI has started the 
|, eee En ee eee ee eee ball rolling with local utilities—but 
ae ee ee ee ee ae ee ee the local groups must keep the ball 
wholesaler and is salesmen are rolling. 
consi rec oO ily Beele) nN f Tors 
l . ler d oni 1] - L a I We have been pleased to cooperate 
in that they are at the real front with EEI in these local meetings. We 
ine ipportunit il] cooperate with any local group W. E. Sprackling, of Anaconda 
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also built to scale and repre- 
ing cross sections of wire Mhis 

the purpose of demonstrating 
rent combinations of conductors 
may be used and still come within 
‘conduit fill ruling. This board is 
) designed to be used bv someone 
ing a lecture on the subject 

\ sample card showing actual 
ples of Types R—RPT—RHT and 

It also gives allowable tempera 

O.D.’s, limits of sizes, and 
re allowed to be used. 

\ booklet—‘The 
Code Changes.” 


Story of the 
In this we have 
to simplify and illustrate the 
Changes as they affect building 


hese are tools that can be utilized 
different tools 
is okay with us. The main thing 
to keep pushing the idea 
iting the industry in what to do 

then push together as a united 


ers may devel yp 


—keep 


Istrv. 


AMERICAN STEEL AND WIRE COMPANY 


eland, O. 


idequate wiring in commercial 


lings has been one of the major 


SAMPLE KITS of the new 


facturers for 


(EOE 
DIAMETE 
BUILD! Nm 
WIRE 





wires put out by manu- 


salesmen to use in telling the S§/D story. 





problems of the electrical industry. 
One phase of the problem of particular 
interest to electrical dealers concerns 
market for electrically 
powered appliances. Many large office 
buildings, hotels 

1d hospitals have been unable to in 
crease their present 


the pre yspectir e 


apartment houses, 
loads because theit 
existing conduit systems were already 
wired to the limit of their capacity 
lo rewire with heavier conductors oi 
the type 
have meant tearing out and replacing 
present conduits—conduits buried deep 
in walls, floors and ceilings. 


heretofore available, would 


But now, by the use of the new 
‘Thin-Wall” types of building wire, 
current-carrying capacities can be 
doubled, or more than doubled, with 
out disturbing existing conduit sys 
tems. Thus, the expense of rewiring 
can be reduced to a fraction of its 
former cost. 


permits 


Every such rewiring job 
increased power consumption, 
and thus paves the way for additional 
sales of appliances. 

The American Steel and Wire | ‘om- 
ctures two differe types 
span ao 


pany manufa 
of thin-wall building wire 
Type RHT, is insulated with a thin 
wall of heat-resistant rubber com 
pound and covered with a flame-re 
tarding, weatherproof braid. Ampvyrol 
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sure 1% 


PE RHT 





Type SN, is insulated with a= thin 
vall of sy1 thetic resin without any 
ulditional covering. Type RHT is de 


signed for operation at temperatures 
up to 75 degrees C., and mav be use 
either for new wiring or tor rewiring 
[ype SN is designed for a maximum 
ope rating temperature ot OU degrees ; 
and is intended for rewiring jobs only 
lype SN Wires are even smaller in 
outer diameter than corresponding 
sizes of RHT, but Type RHT wires 
have a greater current-carrving capac- 
itv because of the a tempera 
tures at which tl 


operated 


CRESCENT INSULATED WIRE & CABLE CO. 


Trenton, New Jersey 


We feel that there have been many 
well done articles in a number of the 
principal trade journals pointing out 
ie attractive business to b had 
through the use of Small Diametet 
Building Wire We expect to see 

uch activity as a result of the efforts 


the part of all those interested, as 
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tractors, wholesalers, and electrical 
anutacturers. 

(rescent has available adequate 
stocks of ENDURITE (Type RHT) and 
SYNTHOL (Type SN) Small Diameter 
Building Wires for prompt shipment 


E. L. ROBINSON 


Sales Manager 


GENERAL ELECTRIC COMPANY 


Appliance and Merchandise Department 


Bridgeport, Conn. 


First, let’s look at this rewiring 
arke IO these new s ill diamete 
1 
yuilding vires 1 Iie irket seems to 

' ; , 

rr so big that no one believes it 
Thousands ot electrically starved 
buildings are going to be rewired as 
the first step in renovation. Commet 


‘ial building managers and operators 
are Conscious of the problen Che 
neads Of department stores demand 
ore light for all floors. Now they 

rewire, relight and redecorate—at 
t cost within reason Small stores 
re getting at rewiring at once 


Schools, universiti 


‘s. hospitals, etc. are 
starting to provide adequate lighting 
through rewiring Large and small 
industrials are rvoing to use it to ob 
tain more power and more light. 

Wholesalers that sell rewiring will 
probably get more business from col- 
lateral material than from the sale 
of the wire. It means more switches, 
more convenience outlets, more 
lighting outlets, and all that goes 
with it. Don’t forget outlet boxes 
and fittings. Then there are distri- 
bution panels, apparatus, fuses, cir- 
cuit breakers, etc. 

So now we have all got to go to 
work selling the rewiring idea to 
contractors, building owners, archi- 
tects. We have a new idea, the tools 
and the industry to create work and 
sales where none existed before. 


General Electric is aggressively try 
g to help sell this vast rewiring 
arket We ar concentrating right 


Ow on Flamenol ( ype SN) Small 
Diameter Building Wire For Rewi 
¢ Existing Raceways. We are and 
ll continue to advertise Flamenol 


the electrical trade press, the busi- 


ess nanagement and = architectural 
fields 
In sales promotion, we havi an 
resting display, a large striking 


PROMOTIONAL MATERIALS which 
wire manufacturers have prepared for a 
sales barrage to build wire sales. 










folder and a small folder tor 1 allir 
Che Flamenol samples we have 
up in a match-case type of packag 
We have selling ammunition for 


wholesaler and contractor to use 


A. E. NEWMAN 
Manager, Wiring Materials Sai 


HAZARD INSULATED WIRE WORKS 


Division The Okonite Company 
Wilkes-Barre, Pa. 


\nswering your request as to 


things are progressing on Ha 
Small Diameter Building Wir 


are very enthusiastic about the wl 
subject and find a tremendous amou 
of interest expressed by contracto 
inspectors, wholesalers and utility 
We are much pleased with the 
sponse to our advertisements, requ 


moO 
in 
1 


samples of Hazakrome Type S$? 
wire and further information 

The action just taken by the N 
tional Fire Protection Association 
approving the recommendation of 
Electrical Committee puts the off 
O.K. on Small Diameter Buildir 
Wire and further clears the way 

We are impressing our jobbers 
with the idea that a rewiring job 
means not only a wire sale, but other 
electrical materials of greater value 
than the wire, and urging them to 
keep the subject hot with their cus- 
tomers so as to be in position to 
cash in on all this publicity now 
going around. 

Our Hazakrome hand book co 
ing the rewiring subject exhaustiy 
is on the press and will be a valu 
sales help to jobbers and instructiy 
‘ontractors and utility power 


CARL P. BRODHUN 


Sales Manager 


UNITED STATES RUBBER COMPANY 


New York, N. Y. 


We consider the change in the 
Code permitting the use of small 
diameter branch circuit building 
wire to be one of the greatest— 
if not the greatest—boon of the cen 
tury, to the electrical industry. 


We have backed up this beliet 
heavy investments of money in d 
opment of equipment, advertising 
selling. 

We are running our largest 
advertising and promotion cai 

featuring U. S. Laytex-Dilec ( 
RU). 

We have on the 


pre ad pre 
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SAMPLES 


e 
FOLDERS 


IBOVE: Display bv General Electric 
gives increased capacities available with 
Flamenol wires, as compared with the 
1937 Code, shows samples of both the 
old and new. 

LEFT: Coils of new wires and tables of 
increased capacities available with U. S. 
Rubber Laytex-Dilec §/D wires as used 
at meetings and demonstrations. 


BELOW: Anaconda goes to town with 
33 times enlarged cross sections of con- 
duit and discs cut to scale which drama- 
tize the story of S/D wires for industry 
audiences. 


more electrical circuits for increased 
lighting, portable tools, etc. Then, 
if and when increased demand for 
production begins to be felt in local 
industrial plants—they will be ready. 
We think the electrical contracto1 
and the electrical wholesaler are 


for a very prosperous period due to 

this Code change depending only or 

the extent to which they cooperate, 

d go to work and do a selling job 

Se — : C. W. HIGBEE 

which shows in detail out In our opinion electrical whole- Manager Wire Sales 
tion of the various advantages salers should hold rewiring sales 
lectrical wholesalers and contract meetings of their salesmen together 


with electrical contractors to drama- 


d others, atforded by this Code tically point out how contractors can 
nge. line up rewiring jobs. At such 
t electrical wholesalers and_ their meetings all electrical products in- 

n will follow the excellent ad- volved could be exhibited and lists 
u gave thru the columns of of local buildings (hotels, hospitals, 
ESALER’s SALESMAN. and the ed- office buildings, schools, factories, 
Chinksieal Comtuection sal etc.) with obsolescent wiring could 
Pent oe agains ae be gone over. Where building 
ifuential trade papers hav owners are unable and/or unwilling 
them, they will be able to pick to lay out the full amount for re- 
ny extra sales involving not wiring, let salesmen point out fea- 
vire, but other electrical products tures of FHA financing—with two 


or three years to pay for such jobs. 
Get the local bankers to talk on 
this subject at meetings—urge the 


rge service orders as well. 


’ 1 ° 
e cNart on electrical obsolescence 





appeared in \ HOLESALER 5 editors of local newspapers to be- 
SMAN In a recent issue is ver) come excited about the need to eli- 
ng—(So much so that we in- minate electrical obsolescence NOW 
| it in our porttolio presentation —for one reason in _ particular— 
Pe national defense! And let whole- ; ; a al 
irket). ’ C. W. Higbee, Manager, Wire Sales, 
pr salers’ salesmen and _ contractors a 
holesalers and contractors get keep this in mind, too,—huge poten- discusses with F. H. Pinkerton, promo- 
raction of such business locally, tial increases in armament demands tion manager, United States Rubber 
vould enjoy a huge sales boost. will find many factories wanting Company's S/D promotion plans. 
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By Henry W. Young 


Chimes Make Sweet Music 





667 door chime or ‘signal music’, 

| | call it, fills a definite need 
in’ America’s homes, apartments, 
and offices, therefore it is rapidly 
gaining public acceptance. As fat 
as the wholesaler’s salesman is con 
cerned, chimes are not only doot 
signals but regular door openers to 
the dealer trade. The fact that hun 
dreds of thousands have been sold 
is an asset, not a detriment, because 
those in use make good advertise 
ments for helping us move the mil 
lions yet to be sold.” 

That is the opinion of C. B. Har 
rison, salesman for the Chown 
Electric Supply Co., of Portland, 
Ore., who works the city territory 
calling on all types of electrical re 
tailers as well as electrical contrac- 
tors. Part of his system is to contact 
all his important accounts religiously 
at least once a week. 

Enlarging on the above state- 
ment, he said: “To me, chimes are 
a most interesting line to sell, be- 
cause they are easy to sample and 
demonstrate, and to a large extent 
they speak for themselves—in con- 
vincing, well modulated tones. We 
do not handle the major appliances, 
so my work is confined to selling 
small appliances and wiring sup- 
plies. Chimes fit directly into that 
setup and are a welcome addition to 
my lines, offering something that 
can be pushed at all times to both 
the dealer and contractor trade. 

“As the price range is from $1.00 
to $50.00 list, there is at least one 
model for any type home. The 
essential thing in selling the line is 


to get a demonstrator-display into 


18 





One of the essentials in selling chimes 
is the small display board, which this 
salesman makes a point of taking with 
him everywhere. 





He tells the dealer “Chimes will sell 
themselves if you have a counter displa) 
where the customers can test them out 
Just you try it.” 





every store, preferably in a promi- 
nent and easily accessible place 
where the chimes can be at work as 
self-salesmen to the public. With 
that done, your sales volume on 
chimes is sure to grow. 

“In selling a dealer,’ Harrison 
continued, “I try to get in either a 
wall display, a counter display, or 
both. The former holds five models 
of good tone range, including the 
long tubes, while the latter has only 
the small, individual chimes. The 
strongest sales point to stress while 
talking with the dealer is the self- 


selling feature. Buttons are a col 
stant temptation. People becom 
curious when they see the displa 
with those buttons waiting to | 
pressed. After satisfying their 
itial curiosity, they begin to cot 
pare the notes and volume of t 
various sizes and by then the deal 
has a red hot prospect. For t 
reason, I always insist that the d 
play be put where people can rea 
ily get at it. 

“When putting in a display for 
dealer, I always try to have him | 
in a regular installation for the fr 
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loor of his store. People coming 
n and hearing the pleasant tones of 
he chimes are more apt to become 
nterested in the display and in as- 
‘ertaining if 
cannot be put in their own homes. 


such an installation 





“The display board itself is made 
up by the manufacturer. It costs 
the retailer only a dollar to a dollar 
and a half extra, which is practi 
cally a give away. It is easy to 
introduce because the dealer does 
not have to invest much in an orig 
inal stock. In fact, he can sell off 
the board at first. As soon as he 
sells one of the models, we are in 


a position to send out another im- 


_—— 





The customer, R. N. Lewis, of Lewis 
Electric Shop, decides to do it right 
with one of the large wall displays, and 
starts trying it out. 








such averages volume cannot help 
but mount rapidly, when a whole- 
saler’s salesman has enough of the 
displays out in stores. 

“In selling the contractors, I 
make use of my own sample board, 
which contains one standard short- 
tube chime, one long tube, together 
with various other small models. 
The contractor is familiar, of course, 
with chime installations. It is thus 
a matter of selling him on_ the 
quality and price of a particular line, 
and also seeing that he is chime- 
whatever 
As is natural, 


minded or chime-eared, 
you wish to term it. 


some contractors will be interested 





The wall display, in an easily accessible 
place interests store patrons, they try 
out various chimes and combinations and 
end up by buying. 


calls. I personally carry my sample 
board with me always and keep re- 
minding the dealer that he is losing 
a lot of easy business if he fails to 
put ina chime board. In our own 
store, we keep a complete display 
on the wall near the tront entrance, 
and every contractor and dealer who 
comes in 1s reminded of the sales 
opportunities he is passing up if he 
doesn't take on a line of chimes. 
“In the case of the contractor, 
he works with the building owner 
or the building contractor, as the 
case may be. My job is to interest 
the contractor to the point where he 
will always be on the lookout for a 





The salesman checks on door chimes and 
accessories, makes sure that a complete 
stock is at all times available to dealer 
or contractor. 





After the dealer has 


id in this way for a time, he will 


ediately. 


ow what models are selling most 
ipidly and be in a position to put in 
well balanced stock. This need 
ver be very large, however, be- 
use the merchandise is compact 
handled, so that the 
stock can 


| readily 
olesaler’s always be 
ide available to him on_ short 
tice. 

“T find that the average dealer 
le is around five dollars a unit, 
ile the contractor's average sale 
around twenty-five dollars. With 


in chimes and alert to make chime 
sales wherever possible, while others 
would just as soon continue to put 


With the 


got to be 


in only bells or buzzers. 
latter class, you 
working constantly to get them in- 
terested. If one can be sold to the 
extent of installing one in his home, 
he will generally sell himself and 


have 


become an enthusiast. 

“In promoting chime sales gen- 
erally, we also send out literature 
with our invoices. After that, it is 
up to the salesman to do the major 
his weekly 


job of promotion on 


0 July 1940 — WHOLESALER’S SALESMAN 


chance to promote a chime installa- 
I tell him that he should see 
provided in_ the 


tion. 
that niches are 
building to receive the larger instal 
lations, if the owner has overlooked 
this. One extra outlet will be re 
quired, and that means one extra 
outlet on the contractor's program.” 

These are some of the most im- 
portant and essential angles that a 
salesman must remember if he wants 
to boost his chimes sales, and, be 
lieve me, there is plenty of chimes 


business to be had for the fellow 


+ 


who goes after it 
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Helping Contractors 


ncrease Fixture Volume 


Through working with 





By Ralph H. Butz 


electricians in selling long-profit fixtures, 


Dauphin Electric also boosts volume on wiring supplies and appliances 





ECAUSE the selling methods used 

by many small electrical con- 

tractors are not always satis- 
factory either to the customer or 
the contractor himself, Dauphin 
Electrical Supplies Company, Har- 
risburg, Pa., has developed an edu- 
cational and cooperative plan to 
help contractors sell more and better 
fixtures as well as wiring supplies 
and appliances. 

Under this plan, two Dauphin 
field men are constantly working 
with electrical contractors to assist 
them with selling and installation 
These field men make 
frequent trips with contractors to 


problems. 


help them sell fixtures and appli- 
ances, and also call back later to see 
if the installation has been made ac- 
cording to the customer’s ideas. 
Glenn J. Krone, Dauphin’s serv- 
ice manager, outlines some of the 
things that have been accomplished 
under this plan during the past 
number of months as follows, and 
also defines a few of the major ob- 
jectives still to be accomplished. 
“Most of the small electrical con- 
tractor’s troubles develop because 
he minimizes the importance of 
methods,” Krone 
states, “and we are trying to show 
him why he loses sales of fixtures 
and appliances and where he over- 
looks sales opportunities in building 
more adequate wiring installations. 


selling 


pre yper 


“In many cases the contractor 


20 


himself from further 
selling almost as soon as he starts 
In bidding on a 
house wiring job he is in competi- 
tion with a number of other con- 


eliminates 


on a wiring job. 


tractors, and the tendency seems 
to be to turn in the lowest bid. He 
doesn’t sit down with the customer 
and show him where a few additions 
or changes would make a more sat- 
isfactory job, and then proceed to 
sell him on the revised job. 
“Instead he usually figures on a 
competitive basis. So when the 
wiring job is in progress the cus- 
tomer begins to look around. ‘I 
thought there’d be an outlet over 


‘It isn't 
on the plans, but we'll put one in 
there for $3.50 extra,’ the contractor 
replies. The customer looks around 
some more and begins to realize 
that he isn’t getting what he wanted ; 
that it will cost him $50 or $100 
extra to make the necessary changes. 
At the same time he says to him- 
self that the contractor won’t take 
him for another ride on fixtures or 
appliances. 

“Always the fear of price, the 
fear that a competitor may sell some 
thing for less, is the thing that 
makes the contractor’s work far 
less profitable than it should be and 


there,’ the customer says. 





6] avenin ELECTRICAL SUPPLIES CO. 


Gentlemen: 


fo er MARKET eOeA. 





When one of these Introduction Cards is presented to 


a Dauphin salesman, he 


takes care of the customer, 


then credits the contractor or dealer with the business. 
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makes customers sit and wonder in- 
stead ef being highly pleased. 

“The selling, and even the instal- 
lation of fixtures, is one of the 
most neglected phases of the small 
contractor’s business. If fixtures 
are purchased through us, we usu- 


lly try to call on the home owner 
after the installation has been made, 





Glenn J. Krone, ordes 
pad in hand, helps a 
customer outfit his 
home with both quality 
and properly styled 
ighting. 


lalking of appliances, 
Arone sold a_ coffee 
maker and clock, cred- 
ted it to the contractor- 
dealer who sent the 
ustomer,. 


nd in making these calls we run 
‘ross some interesting problems. 
m one job, the contractor didn’t 
now how to attach part of a fixture 
» he didn’t attach it at all, but 
Ok it back to his shop. 

“On another job several bell-type 
xtures were installed with the bell 
pside down. All these things can 


id should be avoided, and we ask 
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the contractors to call our service 
department if they run into any 
problems or if they need informa- 
tion. 

“Catalog selling is one of the 
things the contractor has been do 
ing so long that it has become a 
habit. It is a simple matter to leave 
a fixture catalog in a prospective 
customer’s house and ask them to 
select what they want. This isn’t 
selling, but he thinks if he can make 
a few dollars extra in that way it’s 
just that much more 
transom’ business. 

“Our plan is to show the con- 
tractor that, instead of making five 
or ten dollars on a catalog sale of 
cheap fixtures, he can bring those 
customers to our display where they 
will select fixtures of which they 
may justly be proud. More im- 
portant from the contractor’s stand- 
point, is the fact that this practice 
will increase his profit two or three 
times. 


‘over the 


We have had numerous in- 
stances where customers had made 
catalog selections and then visited 
our display. In every instance they 
decided to buy better fixtures. The 





contractor gained, so did we, natur- 


ally, and when a contractor has had 
this experience just once he realizes 
that the best way to sell fixtures is 
from a display instead of from pic- 
tures. 

“Our average contractor-customer 
carries no stock of fixtures with the 
exception of a small assortment of 
kitchen units. Under present con- 








ditions it is better for him to utilize 
facilities 
than to tie up any of his capital in 
a small fixture display of his own. 
We are proving to the contractor 
that fixture customers are not only 


uur service and display 


willing, but anxious, to make se 
lections from a large display. 

“We are constantly telling the 
contractor that he has much to gain 
by selling fixtures from our show 
room, and nothing to lose, because 
we absolutely protect the contractor 
on every fixture sold from our stock. 
We furnish him with a supply of 
introduction cards which his cus- 
tomers can present at our 
We seem to be getting some 
where with our preaching, too, for 


sales 
room. 


we have noted an increasing use of 
these cards in recent months. There 
are, however, some contractors who 
still tell their customers to come to 
our sales room but do not furnish 
them with cards. In these cases 
we have to find out as best we can 
who the contractor is so that proper 
credit may be made for the sale. 
“In other instances, customers 
come to our display before making 
contact with any contractor. Some 
looking 
around for new fixtures to replace 
the old. If they buy it is obvious 
that they have a contractor in mind 
to do the work. 
name their contractor, then the elec- 
trician is notified that the fixtures 
have been purchased here and we 


of these people are just 


So we get them to 


send him a credit for his commis- 
sion on the sale. 

“We are giving all our customers 
ample proof of our desire to cooper- 
ate with them in any way possible, 
asking only a little cooperation in 
return. 
ates more fixture business for us 


This practice not only cre- 


but wiring material orders as well. 

“Our method of going out with 
the contractor to make a fixture 
sale has a good psychological effect. 
He knows that fixtures can be sold 
if he makes the effort. 
we ask a contractor to go with us to 
call on one of his customers who is 
‘You can’t 


Sometimes 


pretty tough to budge. 
sell him. I’ve asked him and he’s 
going to buy from so and so,’ the 
contractor replies. But we induce 
him to go along anyhow and when a 
sale is made he begins to wonder 
if he couldn’t have done it himself 
by using better selling strategy.’ 











You Can Do lt Too 


Salt Lake City’s electrical salesmen went to school, came 





By Harold §. Kahm 


out with the best Christmas volume in their history 





tT took a three-way partnership 

to do it: the Electrical League 

of Utah, Salt Lake City’s De- 
partment of Adult Education, and 
the Congress of the United States. 
When these three got their heads 
together to operate a sales training 
course, up went the efficiency of 
Utah’s electrical salesmen, so up 
went profitable sales figures. 

In fact, the salesmen 
enough 


gathered 
sales ammunition at the 
school to help them bring in the 
largest Christmas volume in Salt 
Lake City’s electrical history dur- 
ing the 1939 holiday season. 

This school and unusual partner- 
ship began with an idea sponsored 
locally by Elias J. Strong, manager 
of the League. 

Mr. Strong explains the need and 
aim of a school this way, “Other 
industries are training their employ- 
ees to get a maximum amount of an 
individual's expenditure. If, let us 
say, a couple comes into a store with 
the idea that they are going to spend 
$1000 on improving their home, 
how much of that $1000 will go for 
electrical equipment, how much for 
furniture, how much for rugs? To 
a great extent, it depends upon how 
skillful the salesman happens to be. 

“If he doesn’t know very much 
about selling technique, he might be 
lucky to get a $25.00 order. Ii, on 
the other hand, he knows his stuff, 
his firm may get twenty times that 
amount. 

That neatly sums up the need for 
training. But how to do it? A 
special course under an expert was 
the obvious answer. However, for 
the League to step out and hire a 
teacher on its own hook, would re- 
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Wholesalers’ men met for their sessions after work on Fridays, 
with an average attendance of 63 per meeting. 


sult in a heavy drain on the budget. 
That wasn’t the answer. 

So it was decided that the League 
ought to go into partnership with 
Uncle Sam and Salt Lake City. Our 
Uncle Sam would supply the cash 
as provided under the George-Deen 
Act of Congress and the Salt Lake 
City Department of Adult Educa- 
tion would provide everything else. 

The school, then, became a reality. 
The instructor selected for this im- 
portant post was W. E. Elieson, a 
member of the Utah University Ex- 
tension Division Faculty, a man who 
has had a great deal of selling ex- 
perience, and who has been sales 
advisor to such famous organiza- 
tions as Macy’s in New York City. 

Rules governing entrance to the 
school were simple and to the point. 
“Individuals over 16 years of age 
who are actively engaged in the 
electrical industry” was the reading 
of the eligibility requirement. 

Because of differences in their 
sales problems, wholesalers’ and re- 
tailers’ salesmen went into different 
classes, with each class running for 
16 weeks. The fee for the entire 


period came to but $1.50 per person 

Each Friday afternoon from 5:15 
until 6:15 the meeting room of the 
local General Electric Supply hous« 
was turned over to the wholesaler’s 
school. Then on Saturday morn- 
ings from 8:00 to 9:00 the dealers’ 
men gathered in the auditorium 0! 
the Tribune-Telegraph. 

An interesting note concerning 
the attendance is the fact that whole 
saler attendance topped that of the 
dealers’. For during the 16 week 
period an average of 63 wholesale: 
men attended, while the averag 
dealer attendance was 42 persons. 

Throughout the course Mr. Eli 
son dealt with salesmanship funda 
mentals, but continually. reminded 
the salesmen that theory alone ca! 
not replace consistent, day-to-da) 
hard work and careful sales plat 
ning. However when work, sales 
planning and basic fundamentals a! 
coordinated, increased sales are g' 
ing to result. 


(Obviously this same plan can be 
ricd out in other cities with equal 
beneficial results —THE EDITOR) 


WHOLESALER’S SALESMAN — July 1940 








By John HH. Frederick 


Who's Who In New Construction 


The electrical contractor is usually 


key man on electrical buying for 


construction work, but frequently others have an important word to say 
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Obviously the sales approach dif 


fers in each case but it is certain 
that the wholesaler’s salesman who 


wants to get his share of the elec- 


trical business on new construction 
work know how to talk 


must and 


sell to all groups involved 
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EF GEN E R A L C A B 





General Cable recognizes established 
electrical wholesalers as the logical 
outlets for wire and cable products— 
and maintains its distribution policy 


accordingly. 


Distributors of General Cable 
products recognize the benefits of a 
reputation for sound engineering, 
responsible manufacture and well- 


known trade brands. 


The General Cable Sales Offices are a nearby source of sales 
assistance. Sales Offices located at Atlanta, Boston, Buffalo, 
Chicago, Cincinnati, Cleveland, Dallas, Detroit, Los Angeles, 
Kansas Citv( Mo.), New York, Philadelphia, Pittsburgh, St. Louis, 
Rome (N.Y.), San Francisco, Seattle, Washington (D.C.) 


Oe ee ee 
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MEN 


you should nou 





ELDOM is a career determined 
by a flip of a com, but Paul 
Hlogan’s cle Suny Was decided by 

just that—a turn of a coin when he 

Wits seventeen 

Mi Hogan, vice president of 
electrical Supply Co., New Orleans, 
hails from Morgantown, N. Car 
where he attended the Bruce Payne 
reparatory School, then completed 
his education at the Durham High 
School. 

Phe summer following gradua- 
tion he became assistant superinten 
dent of the electric light plant at 
Morgantown, but two other jobs 


him. One was with 


were offered 
a cotton mill, the other with General 


\tlanta Both looked 


good, and young 


electri al 


decide which to take. So while talk 
ng with a group of friends one day 


ne veiled to Yes 


iswer before those friends as wit 


a coin supply the 
CSSCS 
Phe coin advised him to take the 


\tlanta job and he spent 18S months 


| 

| ] ] ] t . . tract 
Wit Lin argest Cle rical contractor 
here, anothe r veal and a half with 


(seneral Electric’s office in that city. 


\ promotion took him to New Or 


leans as cashier and supply depart 
] 


ment manager lwo vears later he 


resigned to go with Interstate [lec 


ic as assistant to the president 
During the World War, Mr. 


Hogan again associated with Gen 


eral Electric, this time headquarter 


ing in the East. This was a traveling 


Hogan couldn't 











PAUL HOGAN of New Orleans 


Flip of a coin 


sent him on an electrical 


career, merchandising ability sent him ahead 


job, though, and while on a business 
trip to New Orleans, Leo Hirsh, 
president of Electrical Supply Co., 
offered to sell him an interest in his 
Wholesaling business. The offer was 
accepted and Paul Hogan became 
manager Soon he was 
clected vice president, which posi 
tion he has held for many vears, and 


is rounding out 23 years 


currently, 
of service with the firm. 

Intensely interested in selling, he 
takes every Opportunity to get Out in 
the field with the salesmen, espe 
cially when a good sized job 1s in 
the offing. He is always accessible. 
ISinplovees receive a friendly wel 
come when they go into his office 
with their various problems; cus- 
tomers and manufacturers’ repre 
sentatives enjoy calling on him be- 
cause of his open door policy of 
“never too busy to see them.” 


In spite of, or because of, the 


great volume of work that daily 
passes over his desk, Mr. 


] 
MlaKCS 


Hogan 
rapid fire decisions and, 
what's more, as his associates. will 
tell you, those decisions are usually 
on the button. He tossed that con 
away long ago. 

While electrical wholesaling takes 
up most of his attention and time, 
Mr. Hogan also has several other 
outside business interests, the chi 
of them being the New Orleans 
Land Co., a million dollar develop 
ment which he serves as vice pres 
dent. 

He has often said that whateve: 
success he has attained in the bus 
ness world has been due to bits o 
advice his father gave him befor 
he set out for Atlanta as a lad 
one was, “Never think that you ar 
too good to do anything that 
honest and always try to do a litt! 
more than you are paid to do.” 
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Ready NOW! 


- -Manual Motor Starters 


- -Manual Reversing and 
2-Speed Starters 


- - Magnetic Contactors and Relays 
- - Magnetic Motor Starters 


. -Magnetic Reversing Contactors 
and Starters 


- - Magnetic 2-Speed Starters 
- -Combination Starters 





Across-the-Line Type 
SIZES “O” and “1” 


ELECTRICAL PRODUCTS 


MANUFACTURED BY A WORLD FAMOUS ORGANIZATION 
COLT'S PATENT FIRE ARMS MFG. CO., HARTFORD, CONN. 


ELECTRIC AS OTVIision 

















Spot Samples | 








For Wesco, Seattle 


_ them one day to get used 
to it, and our men get so sold 
on this equipment display trailer 
that they hate like sin to pass it on 
to the next pair when their two 
weeks are up. Two salesmen team 
up to work a territory during those 
two weeks, then another pair of 
salesmen takes over our rolling dis 
play 


H. E. Bailey, supply sales man 
ager of the Westinghouse Electric 
Supply Co., Seattle, was speaking 
of their display trailer now concen 
trating on wiring devices, supplies, 
and apparatus. Last year, it was 
on apphances and proved so suc- 
cesstul with those lines that they 
decided to see how it would work 
out with different lines of merchan 
dise, calling on electrical contractors 
and the industrial customers. So 
tar, it has been even more successful 
in this untried field 

“When the two men reach a 
town,” Mr. Bailey continued, “one 
of them goes out immediately and 
calls on the electrical contractors 
making appointments for them to 
visit the trailer which is parked at 
some central point. It is arranged 
so that customers come one at a 
time. Previously rehearsed talks 
and demonstrations are given com- 
pletely, and the usual time is al 
lowed for questions and discussions. 
Sometimes a customer will take a 
good three hours, but while most 
visitors cannot give that much time, 
it is never less than an hour. 

“All working equipment on th 
trailer—motors, lights, tools, ete. 
Is connected to a source of current 
supply. There are also whole 
panels ef wiring devices and an op 
erating switchboard with load cen- 
ters. In fitting up the trailer, the 
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aim was to select those items that 
are relatively new and which many 
of our customers have not been able 
to see and handle. 

“In connection with the industrial 
trade, the trailer is generally taken 
right to the plants. Fifty feet or so 
of cord is carried to make the con- 
nection and as there is no load to 
speak of in these working demon 
strations, it will do. A lot of the 
electricians and engineers in the 
plants, which may be located far out 
from town, mills or mines cannot 
spare the time to visit wholesale 
houses during working hours, con 
sequently they don’t have much op 
portunity to see what's new. The 
trailer takes care of that situation, 
for this traveling-show-and-demon 
stration brings to their attention 
apparatus and devices that they 
perhaps never heard of, but which 
will overcome some specific diffi- 
culties they have been having in 
their plants. 

“In the photograph of the inte- 
rior, at the top of the window at the 
right, is a narrow wood strip on 
which are mounted a number of 
small devices. The demonstrator 
takes this down and rests it cross- 
wise of the trailer with the ends on 
the counter. Then the customer 
sits on a comfortable seat in the end 
of the trailer facing him. The sales- 
man then has a dozen or more 
things to operate and talk about, one 
after another, which he does at his 
ease and without laying them 
around places and getting them all 
mixed up. The catalog number of 
each is written on the top edge of 
the board where it is always before 
him. 

“Near the middle of that same 
photograph are shown two filing 





Pe Ad 


» 


A bove—Salesmen A. T. Hutchinson and 
W. R. Ralston about to set out on a 
two-weck roundup, contacting contractors 
and industrials—at their own door steps 
Below—A partial view of the trailer’s 
interior showing some of the equipment 
on parade. One to three hours are 
required for demonstrations, and that's 
a lot of selling time. 


cases. These are for the various 
pieces of literature to be referred t 

each in its separate folder, plainly 
marked. Before this method wa 
employed, catalogs and _ booklets 
were laid around on counters and 
seats where they got soiled at 

mixed up. The files put syste 

into this feature of the demonstt 

tion.” 
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r Make More Sales 





For Wesco, Reading 


ig travel a day with William L. 
Stoyer and John H. Roberts, 
appliance salesmen for Westing- 
house Supply, Reading, Pa. They 
spent two days setting up their 
traveling display, then worked two 
weeks in Roberts’ territory, a sec 
ond two weeks in Stoy er’s. 





This particular day they traveled 


Roberts’ which covers a prosperous J. H. Roberts (left) and W. L. 1s at most stops, an extension (heavy 
irming region. Briefly, here’s how Stoyer ready to start for the day’s show- rubber covered cord) ‘was tapped to the 
, ing and selling. Trailer is completely supply at Mentzer Electric, contractor- 


“Their Day” went. 

They rolled out of Reading before 
nine in the morning, returned about 
eight that night. In those hours 
hey covered four towns, put on 


wired for demonstration. dealer of Ephrata, Pa. 


omplete shows for six retailers and 





their customers, secured substantial 

i business from all but one dealer. In 
‘ Roberts’ book were orders for such 

major appliances as ranges and re- 

trigerators and on through the line 
small appliances and radios 





» \s they expected, their car (a 
Chevrolet coupe) averaged 12 miles 
- o ° 
per gallon of gas, which makes inex- 
isive traveling for two salesmen Les Sharp, of Ephrata, is primarily a Fluorescents and lumilines provided il- 
radio man, and they had a large array lumination for the after dark call on 
of models ready to show to him. R. C. Yerger, of Adamstown. 
if 





ollowing the trailer display, Dealer and Mrs. M. G. Steffey, 1¢ Hummer Electric, Lincoln, Pa., Roberts tells his story to 
Denver, Pa., heard this combination battery-a.c.-d.c. set, Al Hummer and his son. Results: a sale of major appliances, 
ked it and bought several units. a display and stock of clocks. 





July 1940 — WHOLESALER’S SALESMAN 29 

















With the recent introduction by General Electric of 
small diameter Flamenol Building Wire (for rewiring 
raceways), distributor salesmen selling G-E 
Wiring Materials are better equipped than ever to supply 
the rewiring market. The complete G-E line composed of 
conduit, wire and cable and wiring devices isa leader in 


““NEW” 


\\ 


existing 





the wiring materials field. New materials are continually 
being introduced for rewiring and for new wiring. 

Not long ago a silent switch was introduced and 
another standard switch completely insulated with 
Textolite, a new BX armored cable, an improved serv- 
ice entrance cable, a cartridge fuse with silver plated 
contacts. And now a small diameter wire is introduced 
that will enable thousands of existing buildings to be 
rewired inexpensively. 

Distributor salesmen selling this wire will automati- 
cally sell many, many other items needed for rewiring 
in addition to the wire. But whatever is needed they'll 
have because the G-E Wiring Material line is complete. 
Wiring Material Section, Appliance and Merchandise 
Department, General Electric Co., Bridgeport, Conn. 


FLAMENOL BUILDING WIRE 
(For Rewiring Existing Raceways) 

Wattages can be increased inexpensively by re- 
wiring existing raceways with this new small 
diameter building wire. Available in sizes 14 to 

4/0 inclusive. Insulated with synthetic compound 
which is tough, long aging, flame retarding, 
and high in dielectric and mechanical strength. 


GENERAL @ ELECTRIC 
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By James Edmon Knowles 


The Seven P’s In Selling 








PLAN—tThe wise salesman will 
lraw up a schedule and follow it to 
the letter as far as is practical. In 
hat way only can he determine the 
best methods to follow and do jus- 
ice to any system that he tries. 
Careful planning insures a_ better, 
uller day’s work. The man with a 
plan is certain where to begin and 
vhere to end. What’s more, his cus 


mers can expect regular calls 


PRESENTATION Next logical 
step is careful consideration and or- 
ganization of the first presentation. 


irst impressions are lasting. The 
pening few moments spent with a 
rospect often determine whether or 

you can sell him. When once a 
rong impression is made, it is diffi- 


ult and almost impossible to sup 


te 
lant it with a right one. P 


g resent 


uur fluorescent fixture or renew 
ible fuse in such a way that the 
spect’s interest will be caught 
mediately. 
he presentation of a line of 
erchandise should be well-planned. 
» successful presentation can be 
unbled. Interest cannot be gained 
d retained unless the demonstra- 
n is clear, to the point, distinct, 
| earnest. The salesman who 
nps—grasshopper fashion—from 
e page of his catalogue to another 
ll leave a_ blurred impression 
nething like a photographic film 
has been improperly focussed. 


AUSIBILITY 
: third and a very importan 
selling successfully. While 


Plausibility is 
t step 
; = 
islasm 1S necessary, it must not 
‘rshadow plausibility. Bear in 
nd that contractors, plant men, 
| dealers are well posted. The 
esman may give an enthusiastic 
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sales talk, may have an encyclopedic 
mind, vet he should not forget to 
leave an important place in his pre- 
sentation for plausibility. 

He must be reasonable, he must 
present his points not so they can 
be understood but so they cannot be 
nmusunderstood! When once the 
salesman has learned to make his 
entire story plausible, he will find 
sales resistance reduced to a mini- 
mum. 


SEVEN STEPS IN 
SUCCESSFUL SELLING 


alela 
Presentation 


Plausibility 


Persuasion 


Positiveness 


1. 
y # 
% 
4. Practicability 
>. 
6. 
7. 


Possession 





PRACTICABILIT Y — Practicabil 
ity is the fourth important factor 
in making more sales. We now shear 
the frills from business procedure ; 


he 1n- 


we want facts and figures. 1 
dustrial wants to know how a motor 
will perform—streamlining of the 
body is much less important. The 
dealer wants to know how he can 
make more money with your ap 
pliance line. Likewise, the good con- 
tractor wants to know about the 
quality, durability, and) workman- 
ship that went into your safety 
switches or wire. So give him details 
and facts. The practical reasons for 


making a purchase are often thos« 


that swing a sale. 


PERSUASION — The fifth step 
toward successful selling is persua 
sion. These days it is practically 
mp ssible for the wholesaler’s sales 
man to obtain a new account until 
he has fully persuaded the prospect 


his lines, the reputation of his 


of 
house, and its facilities for service. 
Persuasion in selling should be em 
bodied in well-thought-out-reasons 
Substantiated facts do more toward 
persuading a prospect to buy than 
anything else. A contractor may be 
caught short and buy a coil of wire 
from necessity, but it takes pet 


suasion to sell him your brand. 


POSITIVENESS—In many cases 
there is too obvious a lack of posi 
tiveness on the part of the salesman. 
The sales talk becomes more or less 
mechanical, ceremonial. 

Positiveness instills confidence, 
makes the customer feel that the 
salesman knows what he’s talking 
about. It places the customer’s esti 
mate of the salesman far above that 
engendered by simple statements 
given unemphasized. 


Possession, last oi 


POSSESSION 
the seven P’s in selling, comes after 
ction on the buyer’s part. He must 
sign the dotted line, or “lay it on 
the line” if his credit isn’t too good. 
The good salesman attempts to get 


materials into the hands of the 


buyer as soon as possible to create 
the “feeling” of possession. 

There is nothing new about these 
seven P’s in_ successful — selling 
Trouble is that, too often, one or 
more of them is overlooked ot 
neglected. And that costs money. 


y 
dS 
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NEW PRODUCTS jose care Sol 





BAR HANGER 





t 





Adjustable—¥ in. bar hanger is used 
for conduit, cable or knob and tube 
work. Made in one complete unit for 
easier installation. Bar with ¥% in. slid- 
ing fixture stud and locknut permits of 
adjustment of outlet box between joist 
or studding at proper height. Appleton 
Electric Co., Chicago, Ill. 
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MULTI-BREAKER 





Change in the case construction as used 
with the type MB multi-breaker assem- 
blies now offers an insulated groundable 
neutral, Assemblies are available with 
from | to 16 breakers which can be 
arranged for 2 or 3 pole solid neutral 
circuits for a.c. Furnished in either flush 
or surface mounting types. Cutler-Ham- 
mer, Inc., Milwaukee, Wis. 
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OPPORTUNITIES 


New methods and new products 
offer wholesalers’ salesmen new 
opportunities for creating interest 
and sales among their contrac- 
tors, dealers, and _ industrials. 
For this reason, WHOLESALER’S 
SALESMAN uses” several pages 
each month to introduce profit- 
making newcomers. 














CAPACITORS 


5 


Water-cooled Inerteen capacitors are 
designed for high frequency service on 
induction furnaces and similar applica- 
tions. Capacitor sections are made by 
winding a special grade of paper with 
thin copper foil. Unit is vacuum dried 
and impregnated and filled with capaci- 
tor Inerteen. Westinghouse Electric and 
Mfg. Co., East Pittsburgh, Pa. 
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SOLDERING IRON 





“Quick Heat" soldering iron employs a 
carbon electrode heating element to 
bring the tip of iron quickly to soldering 
temperature. Heating is controlled by 
a thumb-operated button. Iron is small 
and light in weight for easy handling. 
Ideal Commutator Dresser Co., Syca- 
more, Ill. 
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AUTOMATIC SHUTTERS 





Weatherproof Super Automatic Shutters 
are made of steel with tight seal tongue 
and groove overlap, shutters, operated 
by small motor open independent of 
air stream from fan when fan is operat- 
ing, close tightly when fan is not op- 
rating. Airmaster Corp., 4317 Ravens- 
wood Ave., Chicago, IIl. 
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MAGNETIC STARTER 








special set screw. Lugs are designed to 
hold solder and for maximum holding 
power on all wire sizes within the limits 
of the lug. Square D Company, De- 
troit, Mich. 


CONNECTOR 


rs 
ue 
2d 


3t- 


\p- 
ns- 




















A line of electrical connectors and bus 
supports are made for square tubular 
bus, both ventilated and unventilated 
types. Clamping pressure is exerted on 
the corners of the tube to prevent buck- 
ling of the tube walls. Burndy Engi- 
neering Co., Inc., New York, N. Y. 
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AMPLIFIER 





Fifty-watt amplifier Model MI-12214 is 
designed for general public address ap- 
plications where high power and econ- 
omy are principal considerations. Auto- 
matic bass compensation for phonograph 
record reproduction, two microphone 
and two phonograph input plugs are 
features of the system. R C A Manufac- 
turing Co., Camden, N. J. 
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ONNECTOR 





connector which may be used either 
@ solderless connector or as a solder 
g, has two parts—a cast lug and a 
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CHIMES 





Cavalier Model offers a two-note signal 
and a one note signal to distinguish 
between doors, Compact design, avail- 
able in white enamel and chrome finish 
as well as ivory or brass. Operates on 
regular doorbell transformer or on bat- 
teries. A. E. Rittenhouse Co., Inc., 
Honeoye Falls, N. Y. 


When «iting WHOLESALER’S SALESMAN 


SAW 








For builders, contractors, maintenance 
men—the handle of this one-hand saw 
is set well over the motor, It has a 
25% in. depth of cut, has positive safety 
features, can be adjusted for depth and 
angle of cut. When used with various 
discs and blades, can be used for rip- 
ping, cross-cutting, grooving, mortising, 
etc. Black and Decker Mfg. Co., Tow- 
son, Md. 






wieention » WHOLESALER’S SALESMAN 


Compact magnetic combination starter 
combining motor circuit disconnect and 
magnetic starter in one unit for use on 
motor circuits from | to 25 h.p., 600 
v.a.c. capacities. In addition to inter- 
changeable contacts and removable in- 
terior, starter is arranged for convertible 
fusing and front operation. Trumbull 
Electric Mfg. Co., Plainville, Conn. 





When writing 
mention 
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ATTIC COOLER 





Specifications for the ‘Frigid’ attic 
cooler include the following: Electrically 
welded steel frames; rubber mounted, 
non-radio interfering motors; propellers 
designed for quiet operation. Sizes 
range from 24 in. blade diameter to 60 
in., delivering from 4000 to 23,000 c.f.m. 
Circulators and Devices, Inc., New York, 
N. Y. 
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SWITCH BOXES 
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No. 44-AE switch boxes with adjustable 
ears for use with Loom, "CNX" Cable 
and Non Metallic Sheathed Cable are 
equipped with ear which provides an 
adjustment that will have a range of 
1/4 in. Especially useful in installations 
in old farm homes where plaster depth 
varies considerably. Appleton Electric 


Co., Chicago, Ill. 
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RUBBER COVERED POWER CABLES e BUILDING WIRE 


CRESCENT 


iva, .. Small Diameter 


pane Building Wires 


88” Obsolete 
Offer Big Opportunity 


13619 38. 
"Grates to Cash In on the Need 
ae for Rewiring 


GROUNDING WEDGE 





BARE WIRE 





e ''Loxbox'’ grounding wedge provide 
a simple grounding bond between con 
duit and box. Consists of a wedge 
shaped clamping ear which hooks int 
a rectangular shaped slot over knockout 
in interior of outlet box. Sharp-pointed 
screw bites into locknut or bushing wher 
tightened thus assuring positive electr 
cal continuity between box and conduit 
Appleton Electric Co., Chicago, Ill. 


e 
SIYGNVS GAHSINUVA 


MAGNET WIRE 
6 
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A nationwide survey (reported in the 
1 Lome May issue of Wholesaler’s Salesman) 


* patel ally obsolete buildings in the country. 


DUPLEX FLUSH RECEPTACLE 
clearly shows the number of electric- 


Sauoo ATIXaTs 


ith? 
95” Obsolete 


We give you here a few outstanding 
examples. You can be sure that all the 
factories, 


rest—apartment buildings, 








_. ayotel® 


ve own h al 


98” Obsolete 


87” Obsolete 
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CRESCENT ENDURITE SUPER - AGING 
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Boston Buffalo 


other types of commercial properties, 
hospitals and other institutions—are in 
a similar state of electrical obsoles- 


cence. 


CRESCENT SMALL DIAMETER BUILD- 
ING WIRE in both Types SN Synthetic 
Insulated and RHT Rubber Insulated is 
your answer to this urgent need for 
rewiring —a tremendously profitable 
market waiting for you to crack open. 
Write direct to us or your nearest 
CRESCENT representative for full in- 
formation as to sizes available, current 
carrying capacities and the advantage 
of rewiring with CRESCENT SMALL 
DIAMETER BUILDING WIRE. 


CRESSENT 


TRENTON, \ gy) NEW JERSE 


Jobber Co-Operation—A Permanent Policy 


Chicago Cincinnati 
Los Angeles 
Pittsburgh St. Louis 


Kansas City 
Philadelphia 


& CABLE CO. INC 


Cleveland 
Minneapolis 
San Francisco 


SATAVS AVMMNUVd GNV GASVOINGA GVvAaT 


AlTaVS GIYONUV 


INSULATION 


All Bakelite duplex flush receptacles, No. 
733 B—brown and 733-V—ivory, feature 
improved pressure contacts, heavy gage 
terminal screws, solid Bakelite back, shal- 
lower construction. Eagle Electric Mfg. 


Co., Brooklyn, N. Y. 
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SAFETY LANTERN 





No. AL4 Safety Lantern has a twin-buib 
socket which permits replacing burnec- 
out bulb with a ‘flick of the thumb 

and an automatic ejector throws out 
broken bulbs. Light can be tilted *o 
any angle. Uses standard 6-volt lantern 
battery and two lamps. Burgess Battery 
Co., Freeport, Ill. 
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SYNCHRONOUS MOTOR CONTROL 





Featuring slip-cycle impedance SCI re- 
lay, synchronous motor control waits until 
motor reaches correct speed, then selects 
an instant of favorable angular relation of 
stator and rotor poles to apply field in 
order to take advantage of inherent syn- 
chronizing ability of the motor. General 


Electric Co., Schenectady, N. Y. 
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FLASHLIGHT 








‘Detective Special" fixed focus spotlight 
will throw a 500 foot beam of light. 
Made in two finishes, one solid 22K cop- 
per, the other has chromium-plated brass 
barrel and copper “head, etc. Win- 
chester Repeating Arms Co., Division of 
Western Cartridge Co., New Haven, 
Conn. 
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ELECTRIC SHAVER 








"Lady Schick"' electric dry shaver for 
women will be marketed as a feature of 
a compact kit which will include operat- 
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ing accessories. Operates on both d.c. 
and a.c., is provided with “Whisk-it' de- 
vice for catching hair clippings. Schick 
Dry Shaver, Inc., Stamford, Conn. 
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OILERS 














A new line of wick feed oilers offers 
visible oil supply, automatic feed, clear 
unbreakable bottle with reinforcing ribs, 
cadmium finish to prevent excessive cor- 
rosion. Advantages claimed for the de- 
sign are decrease in weight, improved 
design and elimination of gaskets. Trico 
Fuse Mfg. Co., Milwaukee, Wis. 
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CLEANER 








A convertible hand or floor cleaner, the 
"Floor Cruiser" has a motor-driven brush, 
Micarta body and dustproof moleskin 
bag and is designed for light cleaning. 
Weighs about 5 lbs. when used as a 
hand cleaner, can be converted into a 
floor model by insertion into a steel 
frame. Westinghouse Elec. and Mfg. 
Co., East Pittsburgh, Pa. 
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PLUGS AND RECEPTACLES 





Three-pole plugs and receptacles for 
use on electrical and electronic devices 
are molded of high-dielectric Bakelite 
with receptacle contacts of phosphor- 
bronze. Basic design allows mounting 
both plugs and receptacles direct to 
sheet metal panels. American Phenolic 
Corp., Chicago, Ill. 
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ELECTRIC CLOCK 




















Model No. 3H85 self-starting electric 
clock in a ship's wheel design has lac- 
quered brass case, cream dial with blue- 
starred numerals. Case is supported by 
easel foot-rest. Warren Telechron Com- 
pany, Ashland, Mass. 
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FLUORESCENT LAMP CONTROLS—— 








A line of auxiliaries for use with all sizes 
of fluorescents includes a series with a 
power factor of 90 per cent for both 
single lamp operation and two lamp split- 
phase operation. The latter are very 
compact. The Wiremold Co., Hartford, 
Conn. 
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How To Choose Prospects— 
And What Makes Them Buy! 


Here’s a quick “education” in Fluorescent lighting and how to sell 
a lot of it right now. Four main chapters —written briefly and to 
the point—cover ‘“The Keynote for Effective Results,” ““Ten Major 
Advantages of Fluorescent Lighting,” “Translating Advantages 
into Benefits—to the Prospect,” and “Overcoming any Objections.” 
This easy-to-read, stimulating and sales-arming manual gives every 
salesman the power of talking the right points to the right prospect 


in the right way for sure sales. 


Fluorescent lighting is wide open for limitless profits. Westinghouse 
Fluorescent MAZDA Lamps give you the finest possible quality 
story. Now, get this sales technique that’s boiled down into usable, 
winning points! Every salesman should have his personal copy. 


Write Westinghouse Lamp Division, 150 Broadway, New York. 








HERE’S HOW TO SELL 





MAZDA LAMPS 


for real PROFITS 


HE sales opportunity of a lifetime is here. Fluor- 
escent lighting is so different, with its outstand- 
ing advantages of more light and cooler burning. It’s 


already revolutionizing lighting practice everywhere. 


But, Fluorescent lighting is a far more technical job, 
requiring entirely new information and application. 
You’ve got to know these details for successful selling. 
And, more than ever, it’s imperative to sell quality 


—a dependable product. 
Westinghouse Fluorescent MAZDA Lamps will be 


easier to sell because they are designed to give scien- 
tifically correct, maximum results with approved equip- 
ment. Be sure your customers get what they expect 
from Fluorescent lighting. You'll protect them and 


yourself with the name Westinghouse on every lamp. 


RLM) 


These Seals of Approval 


are further safeguards of quality on 








( FLEUR-O-LIER ) 


“SPECIFICATIONS FOR LUMIN AIR 
FITTINGS AND AUXILIARIES 
FOR FLUORESCENT Lamps” 


whch are sponsored by the Manufacturers of Maids 
La 

















luminaires, fittings and fixtures for This CERTINICATION @& CONTINGENT 
; UPON EMPLOYMENT MED 
Fluorescent MAZDA Lamps. AUXILIARIES OF OVER 85% POWER FACTOR / 





Westinghouse @ 


FLUORESCENT LIGHTING 
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ELECTRIC CLOCK 





Model No. 7HIOI bell-type self-starting 
alarm clock in a molded case in a choice 
of ivory, brown and rose. Dial has a 
cream background and brown characters. 
Warren Telechron Co., Ashland, Mass. 
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WALL CLOCK 








No. 164 wall clock for offices, stores, 
schools, factories, etc., is 14 in. square, 
self starting, has sweep second hand, 
convenient set knob. In walnut or white 
enamel. The Tork Clock Co., Inc., Mt. 
Vernon, N. Y. 
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FLUORESCENT AUXILIARIES ————— 
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DRY SHAVER BATTERY 





Designed for fluorescent lamp power fac- 


tor correction, capacitors may be in- 
cluded in the fixtures or attached later. 
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Oil-filled paper type, hermetically sealed, 
flat metal can, insulated wire terminals at 
one end. Aerovox Corp., New Bedford, 
Mass. 
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Small enough to carry in a pocket, this 
110-volt dry cell battery will make dry 
shaving possible on all types of trips. 
Available in three sizes, the smallest has 
life expectancy of two months of daily 
use. Schick Dry Shaver, Inc., Stamford, 
Conn. 
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CAPACITORS 








A line of capacitors for power factor 
correction applications in fluorescent 
lamp circuits. Three general types vary 
in physical dimensions to fit standard 
wiring channels and in capacity values 
to satisfy the p.f. correction require- 
ments of fluorescent installations. Values 
from 3 to 28 mfd., with voltage rating 
of 240 except 6.5, |! and 28 mfd. units 
which are rated at 120 v. Cornell- 
Dubilier Elec. Corp., South Plainfield, 
N. J. 





RESISTO 



















































General utility voltage-dropping resis 
tors, Series HT are available in resist- 
ance and wattage ratings from 100 
watts up. Resistor is housed in a 3-in. 
diameter perforated metal shell 4!/2 in. 
long, with mounting feet, for the 100- 
watt size. Clarostat Mfg. Co., Inc. 
Brooklyn, N. Y. 
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FLUORESCENT LUMINAIRE———-_—_— 





With spread distribution of light, for 
general or supplementary lighting in low 
bay industrial areas, a 48 in., 2-lamp, 40- 
watt rim fluorescent luminaire is furnished 
wired complete with hood, reflector, lamp 
holder, lamp starter and ballast equip- 
ment. Westinghouse Electric and Mfg. 
Co., East Pittsburgh, Pa. 
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VACUUM CLEANER 








Cylinder type vacuum cleaner, No. 26 
Sanitaire’ for ‘'on-the-floor’ and 
cleaning features a 


‘‘apove-the-floor" 
nozzle within a nozzle to get embedded 
dirt and pick up clinging surface litter 
suction regulators on extension tube and 
upholstery nozzle, and four-wheel car- 
riage. Hamilton Beach Company, Divi- 
sion of Scovill Manufacturing Co., Ra- 
cine, Wis. 


i evntion ’ WHOLESALER’S SALESMAN 














QUICK, EASY INSTALLATIONS! 


Simply slip the fitting over the tube, squeeze the B-M Indenter twice— 
and the job is COMPLETED. That's how QUICK, EASY and PROFIT- 
ABLE it is to use B-M connectors and couplings. 


cI 


PD @ Save 25% on materials 
@ Save 25% to 50% on time 






ALSO: 


@ Eliminate complications 
@ Stronger, neater connections 


@ No fussing with nuts to tighten 
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This 
handles 


one patented tool ('2” 
80°% all 


times over on 


of 





itself many 
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THE M. B. AUSTIN CO., 
Chicago, III. 


CLIFTON CONDUIT CO., 
Jersey City, N. J. 


GENERAL ELECTRIC CO., 
Bridgeport, Conn. 


CLAYTON MARK & CO., 
Evanston, Ill. 






$1 25 Buys the One Tool Needed 


B.M. 
installations. 
the very 


Distributed By: _ 


ENAMELED METALS CO., 


WMAOD TOO co. 





| Tp 


Indenter) 
Pays for 


first job. 








THE STEELDUCT CO., 


NATIONAL ENAMELING & 
MFG. CO., 
Youngstown, Ohio Pittsburgh, Pa 
TRIANGLE CONDUIT & 
E co 


A - 
Pittsburgh, Pa. Elmhurst, New York City 





| Trico Appointments 


New district sales representatives an 
nounced by Trico Fuse Manufacturing 
Co. are Huie-Simmer Co. for the stat 


OX i-ee  Ne 


BRIEGEL METHOD TOOL CO., Galva, Illinois — 








even 


BETTER MOUSETRAPS 


would sell better today, thru 
Wholesalers. 


ILSCO 





SOLDERLESS LUGS 


—the better pressure connect- 
ors, do! 


That’s why 
customers, every chance we get, to 


look to you not only for ILSCO 
Solderless Lugs, but for all their 


we encourage your 


electrical supplies. 


For a fuller story, write TODAY 
for new ILSCO catalog. 


DEPT. 7WS 


lisco Copper Tube & Products, Inc. 
5629 Madison Road, Cincinnati, Ohio 
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Not what it used to be? 


If that's the case, you are 
definitely on the wrong 
track and a change will 
build a profitable fuse 
business. 


TRICO Powder-packed 
Renewable fuses are dif- 
ferent. They give you some- 
thing to talk about. The 
renewal links are not inter- 
changeable with “ordinary” 
bare links. Therefore, when 
you push TRICO FUSES 


you are assured that all 


future fuses and renewal 
links will be TRICO. In 
other words, increased 


orders and PROFITS are 


guaranteed. 





Furthermore, there's one price — one 
policy for all. 


IT PAYS TO PUSH TRICO! 


TRICO FUSE MFG. CO. 
MILWAUKEE, WIS. 


“Always Through The Wholesaler” 

















TRICQ FUSES 


STOP WASTED KILOWATTS AND WASTEFUL SHUTDOWNS 








of Oklahoma and L. 
will represent the 
Louis and vicinity. 


W. 


company 


Sloan wh 
in St 











Contract Renewed 


MILWAUKEE Announcemet 


comes of renewal of the contract b: 


tween members of the Wisconsi 
Radio, Refrigeration and Applian 
Association and the Servicemen 
Union, B-1092. Suggestions made b 
Milton Peters, business agent of tl 
union, were aimed at improving app] 


ance service practices in Milwauke 


Among his recommendations 


wel 
1 +1 + ae 1 - » Ge 
those to the effect that any hrm doing ( 
authorized service shall be equipp: \ 
to do a complete service, and us 
genuine replacement parts, or superi 


authorize 

the distribu \ 
the unio 

Bus 

alphabet 


with tl | 
sections 


all listings of 
cleared between 
and 
of ‘Radio 
one 


parts; that 
firms be 
tor, 


that 


association 
only two lists 
be considered, 
heretofore, and one 
into 


| 
the 


ally as 
down 


= fens 
proken city 


New Name 


In order to reflect 
its type of business, 


more accuratel 

the of 1 

Eisler Electric Corp. has been chang: 
to Callite Tungsten Corp. Organized ( 
1925, the firm produces products 

and equipment for the manufacture 


lamps, 


name 


in 


neon signs, radio tubes at 
of device 
Headquarters continue to be locat 


Union City, N. J 


other tvpes electronic 


In 







tage 192% beck home in 
Keme, Nevads after a sale 
wip fullowing + long #- 
jowrw in the Fuse 


BACK HOME IN RENO. 
Bill’s caption. “Wm. G. ‘Bill’ Camp- 
bell and his internationally experienced 
Iron Horse, a Hupp Century Eight, 


Here S 





vintage 1928, back home in Ren 
after a solo trip following a long s« 


journ in the East.” 
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IN THE OFFICE of C. A. Markley 
Elec. Supply Co., Harrisburg, Pa., 
the camera met Ira Cargill, credit 
manager; L. R. Shade, appliance sales- 
man; Harry Phillips, of the operations 
staff. 


UNDER FLUORESCENT are Fred 
G. Judge, Sam Braverman and B. B. 
Sigelbaum, all of Miami, Fla. Judge 
is a manufacturers’ representative— 
Braverman and Sigelbaum, the phone 
men, with Southern Lighting Supplies. 





ACROSS THE DESK the chat of 
R. H. Sroufe, stores manager of West- 
inghouse Electric Supply, Seattle, and 
S. J. Stallings is about a sales drive 
when all nine men entered in the con- 
test went from 100% to 331% of quota. 





Switzer Hyland Official 


CHICAGO—Edgar Switzer, formerly 
ith Westinghouse Electric & Mfg. 

Co. has been elected vice president of 

Hyland Electrical Supply Co., here. 


United Moves 


ORRINGTON, CONN. Offices 
| plant of the United Cinephone 
rp. are now located in this city. 
ited was formerly located at 43-37 


St., Long Island City, N. Y. 


Capelli, Brown Move 


D. H. Capelli, with Graybar Elec- 
Company’s San Francisco and 


Oakland offices for the past six years, 


been appointed to the position of 
rchandise manager for the com 


pany’s Salt Lake City office. Capelli 
Was associated with the H. R. Curtis 
Company of Oakland prior to joining 
Graybar. 

Capelli replaces Vern Brown who 
has been promoted to the position of 
Appliance Sales Manager of the com- 
pany’s branch at Butte, Montana. 
Brown has been with the company the 
past nine years, three of which have 
been spent in Salt Lake City. 


REA Moving Ahead 


Wholesalers, contractors and dealers 
who are serving farm territories con- 
tinue to benefit from the continued 
activities of REA. Thousands of farms 
have taken on electricity since the in- 
ception of REA, in fact during a 
radio talk last month Administrator 
Harry Slattery stated that the number 

















“Mr. Terwilliger, I just couldn’t wait to show you our new fall line.” 
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of farms served with highline electric 
power has increased by 150 per cent. 
And plenty of wire, safety switches, 
fuses, fixtures, lamp bulbs, 
and appliances have been sold as a 
result of REA. 

During the five years of its exist- 
ence REA has lent more than $270,- 
000,000 to provide current to 850,000 


motors, 


farm families and other rural users. 
\ccording to Mr. Slattery, money al- 
ready allotted will ultimately bring 
electric service to four million rural 


pee ple. 


May Promoted 


BLUEFIELD, W. VA.—S. D. May, 
been out in the territory as 
Bluefield 


1 


who has 
a full line salesman _ for 
Hardware Co., this city, has 
advanced to general manager of the 
company. Two new salesmen out 


een 


bringing in business for the company 
are Kenneth 
McClung. 


Grisso and Tate 


Faxon Retires 


BOSTON—Brooks Faxon, for the 
past 36 years New England manager 
of the Wagner Electric Corp., and 
widely known in the electrical indus- 
try in the northeast, has retired. His 
successor is Howard W. Petty, who 
moved from the company’s Buffalo dis- 
trict. Mr. Faxon’s early career in 
the electrical industry, following his 
graduation from Harvard College, in- 
cluded connections with the then 
Stuart-Howland Co., noted Boston 
wholesalers, and the Simplex Wire & 
Cable Co., Cambridge, Mass. At a 
recent dinner in his honor, Mr. Faxon 
was presented with a gold watch by 
associates in the Wagner company 
from various parts of the country in 
appreciation of his contributions to the 


development of the organization 
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Contractors 
and Architects 
FIND THAT 





ILLINOI 
PORCELAIN 
| SWITCH BOXES 


MEET 


uery 

REQUIREMENT 
MOST 

 MODERNLY 


— 





Insures greater safety in wiring and 
the elimination of grounding hazards. 
Made of the best quality of white por- 


celain. Metal inserts are placed in 
two holes of the switch boxes for re- 
ceiving screws of standard switches, 
plug outlets, etc. Knockouts for single 
wires, also for cables. Specify and 
use them. 


lron-clad Wholesalers’ Policy 


The original policy of this organiza- 
tion was 100°% wholesaling and the 
distribution of Illinois Porcelain Prod- 
ucts has never varied from this strict 
policy of selling only through legiti 
mate channels. 


ILLINOIS 


ELECTRIC PORCELAIN CO 
Macomb Illinois 





. . » FOR TOP QUALITY 
AND Exact DIMENSIONS 
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DISPLAY designed by Appleton Elec- 


tric for showing some of its products 


at various trade shows around the 
country. Panels are interchangeable 
with a variety available made up ac- 


cording to particular requirements. 





Eagle Party 


Last month he ¢ ntire personnel ot 
Eagle | lecesine Mig. Co. held their 
tenth annual outing The dav was 
June 15th and the place Croton Point 


Park where the Eagle family had a 


dav ol baseball s\ S a 
ple tv ¢ good 
New Wholesal 
ew o1esaler 
DENVER, COL.—J. W. Ryall, fort 
erly vith B. & R ele ical Supply 
Co., has gone into business on his 
\ opening the Rvall Elect Sup 
ly Co S18 Gl t Place For the 
Tesel least, M Ryall SSO 
iate ( iting ¢ wiring 
supplie ( hting « nie 
’ 
Cutler-Hammer News 
G. | Hunt, who has been with 
Cutler-Hammer since 1920 when he 
tarted in the plant at Milwaukee, has 
dianapolis office. He brings to the 
le « Ss t V i roa x pe 
( e botl 11¢ inutacture d sales 
Cutler-H er’s control equ ( 
| ynpany has als ( \ 
of : l; oe ers i Hie 
\l leapt Imnce 1 s¢ s 
y locate 532 S. Sev SN ind 
dqu ( Atla FaniZ 


ILLINOIS Westinghouse 


hipunn 


| —_ 1 ] 
te snvder, general sales mana- 


Westinghous« lamps since 1933, 


has been promoted to assistant general 
manager of the entire Lamp Division 
He continues headquarter in New 
York. His former work has _ bee 
taken over by B. H. Sullivan, who ha 
moved from Chicago where he mat 
aged the Lamp _ Division’s  middl 
western district. 

Leon S. Paletou, forme} rly manag 
of the division’s southern district, wit 
headquarters in Atlanta, has gone 


Chicago as manager. His respons 
bilities at Atlanta — been tak« 
ovel by Charles A. ynklis Sil 


1938, manager of automotive produ 
sales with headquarters in New Yor 


R. E. Ebersole, who has been Ni 
York Metropolitan branch manag 


jor the Northeastern district, succ 
to Mr. 


Conklin’s work. 





Phe Roller Smith Co Bet 
Pa., announce that Wilfred A. Clabault 
is now Advert ising Manager 
Clabault was form lerly associat 
he advertising department of \\ 
ghouse Electric & Mig. Co 
General Electric Co., Brid 
Conn. has appointed H. K. Smith 
anager of distribution serv 5 
secretary of the distribution committe 
the appliance and merchandis« 
partment. Smith will continue as man- 
ger oft the commercial resear ° 
vision 
N. M. White recent] iss 
uties of Service Manager ( 
a Electric ( anys inh 
louis 
Richard G. Slauer, former 
cial ¢ yineer re, de al 
Westinghouse Lamp Divis 
eld, N. J., has been imed 
r eer D Sik 
_. E. Harding has beet 
Purchasing Agent t \ 
Manager of | betel Supply ¢ 
Moines, Iowa 
Handling the territory of > 
sev, Delaware : Mar viand, and yis 
Columbia as factory repres 
for Blackston: Corp., Jan 


t 
N, 2 ee ee W. “Doc” Thomas, 
who tormerly was _ associated 
Strawbridge and Clothier of 


ay 
deipnia 
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Co., Chicago, Ill. Vhis company also 
MORE FACTS jesied folders on Pigg Pies, ; tor all 5 ‘aukidate 


because they are 


ON PRODUCTS ar | 
é ee Fluorescent Lighting - Davy-Brite 
Lighting, Inc., St. Louis, Mo., has ré re | le) 
leased Bulletin F-30. which contains e epen a e 
statistics, diagrams, and illustrations ot 








Air Conditioners—Two new booklets 
ave been announced by Carrier Corp 
f Syracuse, N. Y No. 50GH-19 
lescribes two cabinet sizes of their 


Room Weathermaker No. 50MB-4 


fluorescent show window lighting, and 

) 11 ¢ 7 ao << “ . 7 rT . ¥- ° 

Bulletin F-32 which has similar The leading utility companies and 

formation on fluorescent light strips. “industrials” use PENN-UNION fit 

reflectors, and parts. tings to make certain of dependable 
connections. 












nnounces 7 new models, also infor TI | Ini 
’ 1ey know that every Penn-Unior 
ation and diagrams on air conditio1 Home Equipment—28 page consume 4 : a” 
: . , 2 sa ; fitting is carefully designed and 
g for irregularly shaped rooms booklet entitled House pense \ 


manufactured ... thoroughly tested. 
General Electric (Bridgeport) Hom 


Bureau presents its services 








Air Conditioning—Leaflet 9HC-0626 
Westinghouse Elec. & Mfg. Co.. 
ast Pittsburgh, Pa., gives construc 
tion features, table of ratings. dimen Lighting—Benjamin Electric Mig. ¢ 
sions and specifications of three gas Des Plaines, Ill, put out a 4-pag 


vantages thereot 






red air conditioning units for small folder on their advertising progr 


Ihle 





mes and apartments for the year ’ 

| Standard and 
special types, 
for every need, 







a 1 y <} + 335 ) 
Automatic Controls—Catalog No. 400 Pump Motor—Catalog sheet GEA-3352 





. . “4 q y < + ’ . S © S ‘ mp 1 otor 
f the Mercoid Corp., Chicago, TIl., tile vital meni hecexe naa Stee ee" : 
} . Gener ~5 ( 
as 60 pages devoted to illustrating made DV meneral Electric 


1 


Schenectady. 





nd detailing their line of automatic 






ontrols tor heating, air conditioning, 
efrigeration, and various types of it | ee ne ee 

A hese -al Transformers—|llustratio1 
MICALIONS 


tailed information concerning door bell 
chime, and signaling transformers are 






, described in a new 8-page folde: 
s—‘‘Increase Pr S t] Bsa 
Capacitors crea e Profit W \ pared by Jefferson Electric ( Bell 
Small Investment is the title of a 1] 
. wood, I] 


Ider just released by Cornell-Dubilier 
lectric Corp., South Plainfield, N 


ie theme 1s improvement of power 







Transmission [deal Co1 


Dresser Co., Sycamore, Ill. has 4-page 



















illustrated folder which gives details 
i ot their transmission equip1 

Control Equipment—Bull Dog Electri: 

‘'roducts Co., Detroit, Mich., recently 

ssued their condensed catalog 402 for Wiring Devices—Adequate wiring and 

ring, 1940. It has 88 pages of con the effective use of wall switches and 

ete information on index price list, uutlet plugs is theme of 24 page book 

itety switches, service equipment, let issued by Pass and Sevmour. I) 

ghting panels, Saftofuse panels, Kb] Syracuse, N. Y. These fittings are high conductivity 
ict, circuit breakers, and miscellane copper alloy, with machined contact 


surlaces. 


More than 6,200 items in the Penn- 


e [ nion line a ay al for every type of elec- 
Flood Lighting and Sign Standards— trical connection .. . 


1¢ Unio1 Metal Mfg. Co., Canton, including many 


hio, has just issued two catalogs NEW and IMPROVED / Sold by 
o. 70 gives complete statistics o1 nttings. Leading 
odlighting, and No. 69 has detailed } 
formation on sign and floodlichtins Write for catalog. Jobbers 


, 
ndard , a oe 


bie oh Malis Became ka ae take a PENN-UNION 
s the result of a heart attack, comes as ELECTRIC CORPORATION 


Fluorescent Lighting Four pag i shock to a large circle of triends ERIE, PA 
Ider and price thron t] 4 , 


list published by Dif- throughout the electric appliance indust 

















aa ) ' s0 57 \ s 20 \ ( , * — , 
Greensburg, Pa., give Bor England 57 years ag Ir. You'll find it in the complete line 
out fluore scent lig] ting Came to this country as a DOV and Vdas 

early associat vith Kohler Brothers 


7 1 wit 
Company and Westinghouse Electric & 


Manufacturing Company in Chicag Y 
T . 1 1 ° ) 1 coming distri t Manage! Tor tie tter 
Fuse Display—Catalog sheet of Roya renee ae : * 
ao : : firm 
ectric Co., Inc., Pawtucket, R. I.., —" ‘ 
me : s P ; Joining the McGraw Electric Compam 
scribes a permanen revolving dis - , 


- 1 <9) years ago i Was made a vice-pres! 
mn] s41 ) na 7 ’ 
mpiete w 1 250 crystal glass 


he 1 lent of the company and directed sales 
» Iuse plugs - 1 , . . 
Irom headquarters in Sioux City, Omaha, 
and St. Louis. In 1932 he became Pacifi 
: 17 Coast manager tor the Toastmaster and 
Fittings—Illustrations accompany sales] | 
, 
t 



















Sussmann Divisions. Since January 1 of 












1 ‘ - - o . 

1 mechanical features of explosion his vear Mr. Cole had been connected Conductor Fittings 
of fittings in the double told folder with the Toastmaster Products Jivisio1 

ently issued by Appleton Electri of the company at Elgin, Ill. 
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FLOOR BOXES 
and 
WIRING 
SPECIALTIES 







5 Double Duplex 


. 28 
No ptacle Nozzle 


Rece 




















The most attrac: 


tive, 
easy ~ t 


‘ + 
fitting Oo” . 
natvet Shown in 


accompany- 
the ‘\lustration 
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No. 252-R Two Gang Box 


box with 
‘ustable floor 
Me. 308 ane in one ~~ 
re late wit \/2 


panel nao the other cove 
r 


2" flush brass plug- 

























No. 130 Adjustable 
Water Tight Floor Box 
No. 130 Box with 


a wy See 
zie. Cut-awey 
tee illustrates 
how tapered -_ 
receptable pha 
tapered 04 

ing in adjust- 

able ring. Cover 
3l/."—overe 


plate ad 
height 3'/2 ° 





® The Latrobe Line is complete 
for all residential, commercial, 
and industrial requirements. In 
addition, the entire line is de- 
signed with the idea of reducing 
installation time . .. an impor- 
tant point to consider when se- 
lecting floor boxes and wiring 
specialties 


White Jor details TODAY' 
FULLMAN MFG. CO. 


LATROBE . PENNA. 
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LET “Bossy” 
BRING IN THE CASH 


The electric fence season is here! Farm- 
ers are already buying supplies of elec- 
tric fence insulators and accessories for 
their electric fencing needs. 

NOW is the time for you to put in a 
stock of electric fence insulators and ac- 
cessories and call to the attention of the 
electrical contractors who deal with you 
that here are sales possibilities that they 
may be overlooking. There are volume 
and profit possibilities in this line—get 
your share of the volume now available! 

For customer satisfaction, insist on 
electric fence accessories made by Porce- 
lain Products, Inc. Write for complete 
information and prices today. 


PORCELAIN PRODUCTS, INC. 
FINDLAY, OHIO 











A New Phone 





Available in 8, 4, 1 and 0 button 
sizes. Quality that speaks for itself 


S. H. COUCH COMPANY, INC. 
NORTH QUINCY, MASS. 








"“SNAPSTRIP" 





® Fluorescent Lighting Strip 

@ One-Lamp Units or Continuous Lengths 

® Complete Line of Directional Reflectors 
® Write for Catalog @ 


SPLAYLITE 


57 Cliff St. Boston, Mass. 
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